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Clerks Climb Ladders! 


About one-half of the members of our great Home Office 
Agency once were Home Office clerks. Field work has paid 
them with financial prosperity, mental satisfaction, inde- 
pendence, and the zestful joy of service. 


What these Philadelphians did, you can do in your 
locality. Why stay in a rut? Why be chained to a neces- 
sarily limited compensation? Why not step out and be 
the master instead of the slave of fortune? Vacations are 
over and Fall and Winter are on their way—the open season 
of success in life underwriting. Consider, decide, start! 
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Wilmer L. Moore, President We have Field positions for earnest men and women who 
have ambition, intelligence, and industry. 


“To those who have the experience and ability to become 


successful underwriters we offer attractive general agents 
contracts in the states of Alabama, Kentucky, Louisiana and The Penn Mutual 


ers Life Insurance Company 
The Southern States Life Insurance Company Philadelphia, Pa. 


ATLANTA, GEORGIA Founded 1847 








The Insurance Agent 


EXCEPTIONAL OPPORTUNITY and Hie. Obvuseinns 


Every insurance agent has a 
dual obligation—to the insured, 
on the one hand; to the company 
: ; ee oe he represents, on the other hand. 
in California or other Western And, besides, he is interested in 
. his own welfare. 

States for responsible men who ai: seeaae wiksk snat-eininiaahithes. 

j . tions without the whole-hearted 
wish to engage permanently in cooperation of the Home Office. 
agit ‘ We recognize this fact and strive 
life insurance field work. to keep it uppermost in all deal- 
ings with our agents. 
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Address M. F. Branch, Manager of Agencies 


CALIF ORNIA STATE LIFE UNITED STATES FIDELITY 


‘ AND GUARANTY 
J. Roy Kruse, President COMPANY 


SACRAMENTO BALTIMORE MARYLAND 
$155,000,000 Paid in Claims in 30 Years 
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PERFECT PROTECTION 
commands enthusiastic | 
approval everywhere 











Almost unknown in the experience of Perfect 
Protection Men are many objections commonly 
influencing the life underwriter’s failure. 


Perfect Protection actually appeals to the man 
who, if canvassed with life insurance alone, 
would say: 


I will talk about anything else but life in- 
surance. 


I am absolutely not interested in life insurance. 
I am single and don’t need life insurance. 


A Challenge! 


I don’t carry any life insurance and never will. 
I am not ready for life insurance now. 

It’s a good thing if I die, but what if I live? 
Almost incredible, yet, the actual experience 
of Perfect Protection Men the country over 
daily substantiates this impressive fact. 
Why use your energy, time and effort in daily 
breaking down established opinions and con- 


victions when Perfect Protection sweeps into 
the Open Mind? 


Wechallenge every experienced underwriter to solicit, with Perfect Protection, 
ten prospects who have previously refused to buy life insurance from him. 





A PERFECT PROTECTION ILLUSTRATION 





Accident—$50.00 every week, payable for one day 
or for LIFE if disabled by any accident. 


Total Permanent Disability by Accident— 
$3,200.00 every year for LIFE if totally and 
permanently disabled by accident. No further 
premiums to pay and no deductions from the 
face of the life policy to offset indemnity so paid. 

Total Permanent Disability by Sickness— 
$3,200.00 for one year if totally and permanently 
disabled by sickness and $600.00 each year there- 
after. No further premiums to pay and no de- 
ductions from the face of the life policy to offset 
indemnity so paid. 


Sickness—$50.00 every week, payable for one day 
or for fifty-two weeks if disabled by any sickness. 


Old Age—$5,000.00 cash to you at age 65, or 


Natural Death—$5,000.00 cash or a substantial 
monthly income to your family should you not 
survive the age of 65. 


Death by Accident—$15,000.00 cash or $10,000.00 
cash AND a monthly income to your family 
should death result from accident. 








If you are further interested inthis service which accomplishes everything possible for life 


insurance to do, and in addition easily overcomes the cause 


of the greatest of all sales 


resistance—human selfishnese—write today for our booklet:‘‘Selling Perfect Protection.” 


RELIANCE LIFE 


RELIANCE LIFE INSURANCE COMPANY of PITTSBURGH 
Farmers Bank Building, Pittsburgh, Penna. 
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THE SPECTATOR 


JOINS SOUTHERN STATES 


Elmer S. Albritton Made Vice-Presi- 
dent and Manager of Agencies 


HAD LONG EXPERIENCE 


Has Been Both Company Executive and 
Large Personal Producer 

Wilmer L. Moore, president of the Southern 
States Life Insurance Company, of Atlanta, 
has announced the appointment of Elmer S. 
Albritton as vice-president and manager of 
agencies of the company. Mr. Albritton has 
been Dallas manager of the Jefferson Standard 
Life Insurance Company. 

Mr. Albritton is well and favorably known 
in life insurance circles throughout the whole 
country. He entered the life insurance busi- 
ness shortly after receiving his degree from 
the Northwestern University in 1907, his first 
experience being with the Texas Agency of 
Orville Thorpe, representing the Kansas City 
Life, being the assistant Texas manager. 

He became associated with the Minnesota 
Mutual in 1911 as superintendent of agencies. 
In a few years he was elected vice-president, a 
member of the board, and later became manager 
of agencies. After eleven years’ association 
with the Minnesota Mutual Mr. Albritton ten- 
dered his resignation to accept the general 
agency of that company located at Dallas, Tex., 
forming a partnership with Sam R. Weems, 
the firm being Weems & Albritton. 

In 1924 he accepted the appointment of the 
Jefferson Standard as manager of the Dallas 
territory. 

He is recognized as an outstanding organ- 
izer, a man of dynamic force and _ potential 
powers, a student of insurance practices and 
conditions. He is one of the large personal 
producers of the Lone Star State, producing 
annually a personal business of a million dol- 
lars or more. His business was properly and 
well placed, as he had the distinction of being 
the president of the Julian Price Conservation 
Club of the Jefferson Standard. With the as- 
sistance of Robert M. White, his partner, he 
built up the largest agency which the Jeffer- 
son Standard Life possessed outside of its 
home State, North Carolina. 

During the last six years of his residence in 
Dallas, he has been a potential factor in the 
social and civic life of the Texas metropolis. 
He is a member of the Dallas Country Club, 
Dallas City Club and the Athletic Club. In 
1925 he was in charge of the general solicita- 
tion of the Community Chest campaign and was 
an active member of the Dallas Chamber of 
Commerce. 

Mr. Albritton is married and has three chil- 


(Concluded on page 7) 


FAVORS ONE ORGANI= 
ZATION 


Clarence A. Ludlum Asks for Con- 
junction in Middle West 


ADDRESSES WESTERN UNION 


Present Statistics Showing Need for Rate 
Increases to Stabilize Business of 
Fire Insurance 

Clarence A. Ludlum, vice-president of the 
Home Insurance Company of New York, ad- 
dressed the (Western) Union, in annual ses- 
sion at Manchester, Vt., on Tuesday of this 
week. Mr. Ludlum is completing his second 
term as president of that organization. 

Mr. Ludlum made a plea for a single organ- 
ization in the Middle West. He pointed out 
that the Union and the Western Insurance 
Bureau are identical in purpose and that “the 
advantage and desirability of unity and com- 
bined influence are so apparent that it should 
be hardly conceivable that, in this territory 
alone, two separate, and in some respects op- 
posing, organiaztions will be much longer main- 
tained.” 

Mr. Ludlum also developed some important 
statistics showing that a slight general increase 
in rates would go far toward stabilizing the 
fire insurance business. His address follows: 


The operations of some one hundred stock fire 
and marine, direct-writing companies have been 
compiled from official returns, a sufficient num- 
ber to reveal the general picture. No “treaty” 
or other exclusively reinsurance institution is 
included in making the compilation, and all re- 
insurance transactions are excluded from the 
figures as made up, such exchanges between car- 
riers being regarded as merely internal opera- 
tions not directly concerning the property in- 
terests covered by the policies of the issuing 
companies. Also with the purpose of avoiding 
distortion of the picture the figures of the 
smaller subsidiary companies of “fleets” have 
been omitted. 

No figures pertaining to or involving invest- 
ment transactions, profit or loss or income have 
been included—merely the insurance provided 
by policy contracts when and as issued and the 
total premiums named in those contracts and 
the disposition of such premiums. We are not 
in the business of banking nor are we conduct- 
ing investment trusts. We do not agree to act 
as depositories, obligated only to return the 
amount deposited; we hold ourselves prepared 
to return the money paid to us by a policyholder 
a hundred-fold or more in event of the occur- 
rence of the loss insured against. 

Here, then, is the showing of protection ser- 
vice and its cost, from raw material to finished 
product, delivered to those requiring it, in the 
form, of the kind, to the amount and for the 
term desired, as depicted by the figures compiled 
from the statements filed with the New York 
Insurance Department for 1926, of about one 
hundred direct-writing, stock fire and marine 
insurancé companies. ; 

The gross amount of the insurances written 

(Concluded on page 14) 
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J. W. SCHERR MADE 
PRESIDENT 


Heads Health and Accident Under- 
writers Conference 


STORY OF TORONTO CONVENTION 


Meeting Recommends Adoption of Uniform 
Phraseology in Contracts 
[By a Starr CoRRESPONDENT] 

Toronto, CANADA, September 17.—At the 
conclusion of the twenty-sixth annual conven- 
tion of the Health and Accident Underwriters 
Conference, which was held at the King 
Edward Hotel here on Thursday, Friday and 
Saturday of this week, the following officers 
were elected: J. Walter Scherr, Inter-Ocean 
Casualty, president; J. S. Irish, lowa State 
Traveling Mens, first vice-president; F. L. 
Barnes, Sentinel Life, second vice-president ; 
C. Norman Green, Hoosier Casualty, secretary, 
and W. W. Powell, Southern Surety, chair- 
man of the executive committee. Retiring-pres- 
ident W. T. Grant and Harvey H. Shomo 
were elected to the executive committee, the 
former in place of F. J. Stich, of the Conti- 
nental Casualty Company, resigned. T. Lee 
Thompson remains a member of the commit- 
tee. It was decided that past-presidents should 
no longer automatically be members of the 
executive committee, and it was also voted to 
hold two meetings a year, the semi-annual ses- 
sion to be purely business. The mutual section 
of the Conference was dissolved. 

Two important steps were taken at the con- 
vention. One was the acceptance of the report 
of the committee on uniform phraseology and 
the recommendation that the wording suggested 
be adopted by the company members of the 
Conference; and the other was the decision to 
ask the Insurance Advertising Conference to 
prepare a plan of public relations for the Health 
and Accident Underwriters. The latter action 
was followed by a brief address to the meeting 
by Clifford W. Elvins, of the Imperial Life, who 
is president of the Insurance Advertising Con- 
ference and whose remarks are summarized 
elsewhere in this issue. Comment on the effect 
of advertising on business was made by J. V. 
Barry, vice-president of the Metropolitan Life. 


THURSDAY'S SESSION 
The convention opened on Thursday morning 
with W. T. Grant, president of the Business 
Mens Assurance and retiring-president of the 
Conference in the chair. The address of wel- 
come was delivered by R. Leighton Foster, 
Superintendent of Insurance for Ontario, whose 
comments will be found on another column. 
Hon. J. P. Dougherty, insurance superintendent 
of British Columbia, and V. Evan Gray, chair- 

(Concluded on page 29) 
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OINTS, the agency publication of the Mu- 

tual Life Insurance Company, publishes the 
following letter written by W. C. Schuppel, as- 
sistant manager of the Oregon Life Insurance 
Company. It relates to a trip to the summit 
of Mt. Hood: 


Shortly after we started our climb up the 
snow slope we observed a traveler coming 
slowly down the mountain side at some consid- 
erable distance above us. Now, guess what 
that wise sales manager-guide of ours did. 
You'll never guess. Listen—he vaccinated us. 
Yes, sir. He called us together and said: 
“Here comes a fellow who has failed to make 
the grade. He hasn’t known how or he has in- 
sisted on doing the wrong thing. Don’t pay any 
attention to what he says. Don’t listen to him. 
He can tell you just one thing and that is how 
to fail. You don’t want to even know how to 
do that, so just smile on the inside, look pleas- 
ant, and remember we are going on to the top 
—every one of us.” 

Sure enough—when the man reached us he 
began to tell us about it just as our guide had 
predicted. “It’s not worth it even if you can 
make it—which you can’t. There’s a lot of 
others who have failed, too, and they’ll be along 
pretty soon. You haven’t even started yet and it 
keeps getting worse and worse. Better turn 
around here while the turning around’s good.” 

Then, overome by mountain sickness, he lay 
down on the snow and groaned in his misery 
and disappointment. But warned by our guide 
and sales manager, we smiled, pitied, and pressed 
on, a little surer and a little more certain than 
before. 

Presently one man in our party, whose wife 
had arisen from a sick bed only the day before, 
asker her, “How do you feel now, dear?” And 
a little later he repeated his question because of 
his sympathy and interest. Our guide stopped 
him at once: “Don’t ask her silly questions, 
please. She is all right, and she will reach the 
top ahead of us.” And she did. Everybody in 
our party reached the top. I did. We didn’t 
know it couldn’t be done. 

Isn’t there something to this mountain climb- 
ing for us salesmen? Take our party—all 
green ones at the game—all soft from lack of 
exercise—one a sick woman—and every one of 
us reached the summit. Our “sales manager” 
showed us we could do it, and as Kipling says: 
“Of course, we went and did!” 

“Hold her!” he would say. “Rest now!” 
And then a few seconds later he would say: 
“Take 10 steps and rest.” Then as we rested he 
would say: “Stick your alpenstock in the ice 
and lean on it. You're all doing fine!” 

He didn’t let me know it couldn’t be done, 
and the trip was easy—easy as pie.” 

* 


RECENT issue of Points, published for 
the agency force of the Mutual Life In- 
surance Company of New York, points out a 
new use for a life insurance policy. According 
to the story a person going abroad recently was 
unable to secure the identification required un- 
der the passport regulations. He had in his 
pocket a policy upon his life, and the authori- 
ties checked him by the description and signa- 
ture in the policy and passed him. 
* * * 
HE Mutual Life has been a great help to 
me this week. I expect I should thank 
Walter Storey for that. 


NE man who made a real hit at the meet- 
ings of the International Claim Associa- 
tion and the Health and Accident Underwriters 
Conference, which were held in Toronto, Can- 
ada, last week, was R. Leighton Foster, Insur- 
ance Superintendent of Ontario. He is a mod- 
est, unassuming official who knows his business 
and works hard for the interests of insurance 
in the Dominion. Before an audience, his man- 
ner is assured, his enunciation clear and his 
delivery convincing. His welcome to the claim 
men and his address to the disability under- 
writers were both models. The former made 
his hearers feel at home and the latter did not 
only that, but showed the delegates that his 
thoughts about insurance were along such lines 
as would most benefit both the public and the 
business. 
x * x 
S a social personality, Mr. Foster is genial 
and sincere. Attending the banquets of 
both organizations, he went from table to table 
with an affable greeting here and a shrewd re- 
ply to some insurance question there in such a 
way that his presence 
eagerly sought by many. The Ontario official, 
judged from any angle, should have a brilliant 
career before him. 
oe 
F I were Mr. Foster, however, and (unlike 
him) wished to keep the limelight for myself, 
I would certainly leave Mrs. Foster at home. 
That lady, charmingly attractive, quite dimmed 
the superintendent’s social glory. She is not 
only thoroughly familiar with everyday affairs, 
but exhibits a knowledge of insurance and its 
terms which is unusual in the wife of an in- 
surance official. Perhaps her greatest pride is 
in their two children, one a boy of four and 
the other a baby girl, three months old. Look- 
ing at the Fosters, pére et mére, one finds it 
difficult to decide whether the superintendent or 
the public of Ontario is the more to be con- 
gratulated. 
koe * 


NOTHER luminary of the conventions in 
Toronto was Miss Betty Hickey, ten-year- 
old daughter of Mr. and Mrs. Thomas F. 
Hickey; her father being superintendent of 
claims for the Metropolitan Life Insurance 
Company of New York. This little miss ap- 
peared at the sessions and at the banquet of 
the International Claim Association. She list- 
ened carefully and politely at the one and 
danced with her father and his guests at the 
other, to the evident edification of all. The men 
talked to her as to an equal, and the ladies said 
she was “a perfect dear.” 
* x x 
HAVE purposely refrained from lengthy 
comment on the very sensible attitude Can- 
ada has taken toward a question which has 
agitated the United States since a fiotorious 
constitutional amendment here. 
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in their midst was_ 


HEN we were very young we lost a quar- 
ter to the janitor’s boy on the Johnson- 
Jeffries world’s championship fight. Since that 
time a lot of water has flowed under the bridge 
and we have become a columnist. Now, a col- 
umnist, as everybody knows, is a cynic, even if 
he holds the modest chair on a weekly business 
paper. The proper definition of a cynic in this 
Year of Our Lord, nineteen hundred and twen- 
ty-seven, is one who believes implicitly that all 
heavyweight championship fights are in the bag. 
So our quarter is safe today, and we will save 
it to wager on the first game of the World’s 
Series between the Giants and the Yankees, 
(Pittsburgh fans please note.) 
ck Jae 
EAKING of prizefights and prizefighters, I 
notice the sporting pages are filled with 
stories of gentlemanly young financiers engag- 
ing in boxing matches for stupendous purses, 
wistfully contrasting, the while, these figures 
with romantic pictures of the old-time gutter 
and yegg man fighting his head off for a mere 
pittance. A living refutation of this yarn is 
James J. Corbett, whom I happened to be seated 


next to at the Polo Grounds the other day. 
Corbett was really the first world’s heavy- 
weight champion as the famous John L. Sulli- 
van had authentic claim only to the American 
title. Well dressed, looking a score of years 
younger than his actual age and contentedly 
puffing on a fifty-cent cigar, Corbett was a fig- 
ure to excite admiration but hardly sympathy. 
* * * 
L. D. writes in as follows. “From Ameri- 
¢ cana,” the concave mirror of domestic 
culture as displayed by the American Mercury 
for August, the following excerpt is taken: 

The Hon. Milton L. Woodward, general 
agent of the Northwestern Mutual Life Insur- 
ance Company at Detroit, writing in Life Asso- 
ciation News, the organ of the profession: “To 
illustrate the power that puts many over the 
top in this business, let me speak briefly of a 
young man who has been in this work but a 
year and who, in that time, had written over 
$400,000. He was naturally quizzed as to the 
strength that gave him the record. His for- 
mer unsuccessful undertakings were cited, but 
he told the one big reason for his splendid 
achievement when he said he had never felt so 
close to God as he had when selling lime in- 
surance.” 

“I would observe in this connection that 
were many a struggling agent to go entirely to 
the devil, he might make a distinguished suc- 
cess writing fire insurance.” 

* * * 
| fasted that the Davis Cup contest has been 
settled, interest is centered on the Hol- 
combe Trophy Award to be made at the Chi- 
cago meeting of the Insurance Advertising 
Conference. Clarence Ludlum of the Home is 
one of the judges, recently announced. 
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LISTS OF LARGE POLICYHOLDERS 

NUMBER of New York city news- 

papers early last week printed a list 
of 182 names of life insurance policy- 
holders holding policies aggregating a 
million dollars or more. This list was 
compiled by THe Specrator and fur- 
nished to the papers by request. The list 


was not compiled from official sources, 
since for all practical purposes there are 


no official sources. It was compiled from 
the best information available, and was 
checked as well as could be done. It is 
worthy of note that, with one or two 
exceptions, the few corrections and denials 
that followed its publication came from 
persons in the theatrical or baseball 
world, or closely connected with it, whose 
tendency toward exaggeration is almost 
universal. In checking off. the lists of 
large policyholders, a circular letter ad- 
dressed to those comprising such lists, 
will usually bring an O. K. or corrections 
in amount. There are some classes of 
persons, however, who when they see the 
amount of life insurance which it is re- 
ported they carry, in an exaggerated sum, 
are pleased to have us publish such ex- 
aggerated and incorrect amount, thus 
catering to their egoism. Such parties do 
not reply to the letter which the publisher 
addresses to them. Other parties when 
they receive our letters asking for re- 
vision and corrections do not reply to our 
communication. In compiling such a list 
Tue Spectator is confronted with two 
opposing tendencies, that of the theatrical, 
movie, baseball or prize ring people to 
exaggerate, and that of the business men 


to minimize or secrete the actual amounts 
of life insurance carried by each per- 
sonally. The only way, therefore, to ob- 
tain an absolutely correct list would be 
to hunt out the company which issued the 
last policy on each person, and secure 
from it the amount of insurance carried 
as shown on the application. As in the 
first place it would be next to impossible 
to find the company issuing the last 
policy, and in the second, many of the 
companies regard the information given 
on‘ applications as confidential, the prac- 
tical impossibility of such a procedure at 
once becomes apparent. Furthermore, 
lapsations will make changes, which 
would further complicate matters. The 
Prominent Patrons of Life Insurance 
Number of THE SPEcTATOR will appear 
next week, containing a list of thirteen 
thousand names of persons all over the 
United States and Canada carrying life 
insurance amounting to $50,000 or more. 
It is not expected that this list will be 
either accurate or complete, but it will be 
an up-to-date revision of the only such 
list ever published, and it is calculated to 
aid agents in the sale of much new life 
insurance, through the force of the good 
example of prominent persons carrying 
large amounts of insurance in the various 
localities. 

The publication in the New York 
papers of the list of millionaire policy- 
holders, and the interest which at once 
developed, shows unquestionably that it 
was information of a character interest- 
ing to the general public, and it resulted 
in much good publicity for life insurance. 
The character of the few denials which 
resulted indicated largely a desire for 
further publicity through such a denial, 
since the stories were mainly of the press 
agent type. The fact that there were 
some corrections in no way mitigates 
from the value of the list as a whole, 
which in the main was correct, and indi- 
cates exactly what was intended, namely 
that many prominent persons are patron- 
izing life insurance to the extent of own- 
ing policies aggregating over one million 
dollars, and that such patronage indicates 
the high value which men of acumen 
place upon the institution of life insur- 
ance. The fact that the list of 13,000 
large policyholders whose names will be 
printed in THE SPECTATOR next week is 
incomplete, which it surely is, may be 
taken as an indication that there are many 


Pe) 


other large policyholders whose names 
are not available for publication, but who 
also set a high value upon the institution 
of life insurance. 





A GOOD JOB 
HE adoption by the Health and 
Accident Underwriters Confer- 


ence of the report of its commit- 
tee on uniform phraseology for policies 
should mark a big forward step in the 
history of such insurance in this country. 
Health and accident insurance contracts 
are necessarily so diverse in their provi- 
sions that anything that will help to stand- 
ardize insuring clauses is not only of 
benefit to the business, but makes for a 
clearer understanding on the part of the 
public as to what has been purchased. 

The committee’s report, which has 
been recommended for use by all member 
companies of the Conference, outlines 
uniform phraseology for the insuring 
clause, principal sum provisions, total and 
partial accident disability provisions, con- 
finement and non-confinement, sickness 
provisions and exclusions, or not-covered 
provisions. 

Such important points in health and 
accident insurance underwriting have too 
long been the subject of the whims and 
fancies of talented underwriters and keen 
competition among the companies has 
sometimes resulted in obvious abuses, but 
with the action of the Conference and the 
enforcement of its rigid Code of Ethics 
many misunderstandings should vanish 
and agents should find it much easier to 
explain to clients just what the policies 
offered contain. 





HE fire waste in August last, in the 

United States and Canada, as com- 
piled by the Journal of Commerce, was 
$24,299,800—practically the same amount 
as in July last. The total for the first 
eight months of this year is given as 
$225,406,400, this sum being $63,000,000 
less than in the corresponding period in 
1926, and $25,000,000 less than in the 


first eight months of 1925. While doubt- 
less a large proportion of the current loss 


is preventable, it is nevertheless gratify- 
ing to know that the aggregate loss is 
apparently decreasing, although the value 
of insurable property is steadily in- 
creasing. 
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PAN-AMERICAN AGENTS MEET 
Convention at French Lick Springs At- 
tended by Nearly Two Hundred 

The Pan-American Life Insurance Company 
of New Orleans has just concluded the largest 
and most successful convention it ever held on 
September 8 and 9 at French Lick Springs, 
Ind., which nearly two hundred guests and dele- 
gates attended from the following States: Ala- 
bama, Arkansas, California, Florida, Georgia, 
Illinois, Indiana, Kentucky, Mississippi, Minne- 
sota, Missouri, North Carolina, Ohio, Pennsyl- 
vania, Tennessee, Texas, Virginia, West Vir- 
ginia and the District of Columbia. 

The party of seven from the home office who 
attended the convention included: Crawford 
H. Ellis, president; Dr. E. G. Simmons, vice- 
president and general manager; Eugene J. 
McGivney, vice-president and general counsel ; 
Dr. Marion Souchon, vice-president and medical 
counsel; C. D. Corey, vice-president and super- 
intendent of agents; Ted M. Simmons, assist- 
ant superintendent of agents, and Miss Clara 
R. Griswold, manager field service department. 

Mr. Ellis spoke on “Building a Greater Com- 
pany,” outlining the past work of the Pan- 
American and tracing its development. Dr. 
Simmons spoke of “The School of Experience” 
and also outlined some of the policies and prac- 
tices which the company hopes to put into 
effect. Mr. McGivney’s delightful humorous 
talk was entitled “Some Reflections.” Dr. 
Souchon’s talk “Know Thyself,” embraced the 
analysis of substandard and standard business 
and was illustrated by a number of interest- 
ing charts. Mr. Corey delivered “When a Man 
Comes to Himself,” the main substance of which 
was that only when a man realizes his innate 
powers and ability can he attain success, and 
gave also some very practical sales suggestions. 
Ted Simmons spoke on Accident and Health 
Insurance and outlined the different policies of 
this kind which the company offers. 

A feature of the convention was the presen- 
tation of the Crawford H. Ellis Loving Cup to 
R. H. Beard, the Chicago general agent, for 
the greatest production in President Ellis’ 
honor during the month of March. 

One of the entertainment features was a ban- 
quet and dance in the hotel on the night of the 
8th, which was attended by ail of the delegates 
and their guests. 


Farmers National Life Agents Meet 

INDIANAPOLIS, INp., September 20.—Fifty 
agents of the Farmers National Life Insurance 
Company from Northern Indiana, held a con- 
vention in Fort Wayne, Ind., recently, in the 
company’s offices. A. O. Hughes, vice-presi- 
dent, of Chicago, and J. E. Kenny, branch 
manager of Fort Wayne, were in charge of 
the business program. 


Celebrates Twentieth Anniversary 
The Bankers Mutual Life Company, of Free- 
port, Ill., a stipulated premium organization, 
celebrated its twentieth anniversary on Sep- 
tember 14. The company has enjoyed a steady 
growth with present assets of $346,405. It has 
insurance in force amounting to $23,817,000. 


George V. McLaughlin on Equitable Life’s 
Board 

George V. McLaughlin, former police com- 
missioner of New York city and now execu- 
tive vice-president of the Mackay companies, 
has been made a member of the board of direct- 
ors of the Equitable Life Assurance Society of 
the United States. Before becoming police 
commisisoner, Mr. McLaughlin was banking 
superintendent of New York and had served 
as president of the National Association ef 
Banking Commissioners. 


Dinner to Gerald A. Eubank 
Friends and associates in the life insurance 
business of Gerald A. Eubank, former general 
agent in New York of the tna Life Insurance 


Company, gave him a testimonial dinner at 
the Harvard Club of New York on Friday of 
last week. More than 100 were present, includ. 
ing many of the leading general agents of the 
city. 


Minor Morton Joins Sheridan Life 

Cuicaco, Itt., September 20.—The executive 
staff of the new Sheridan Life of Evanston has 
been completed with the appointment of Minor 
Morton, vice-president of the Security Life of 
Chicago, as vice-president and agency director, 
Mr. Morton formerly was vice-president of the 
Volunteer State Life of Chattanooga. The 
new company is expecting to begin active work 
within a week or two. Mercer E. Daniels is 
president. 








Away to a 


quest. 
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Fathers have one purpose in common—a desire to give 
their children every advantage in the race for a place in life. 


Hence, most fathers would be interested in 
assurance which would have as 
basic intent material assistance for a 
son or daughter about to begin the 


Endowment Life Insurance is the answer, 
and The Prudential offers a most at- 
tractive selection of policies of this 


Prudential Ordinary Agencies, located 
in all large centers of population, are 
prepared to give Brokers splendid service 
on all forms of life underwriting. 


Insurance Company of America 
Epwarp D. DuFFigup, President 
Home Office, Newark, New Jersey 
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A. A. WELCH TO PRESIDE 


Will Be Chairman at 1927 Meeting of 
Life Presidents 








MANY SPEAKERS OF NOTE 


- 





Theme Will Be America’s New Economic 
Frontiers—A Challenge to Business, 
Education and Government 

Archibald A. Welch, president of the Phoenix 
Mutual Life Insurance Company, of Hartford, 
will preside at the twenty-first annual conven- 
tion of the Association of Life Insurance 
Presidents, which will be held in the ‘Hotel 
Astor, New York, Thursday and Friday, 
December 8 and 9, The theme for this conven- 
tion, according to an announcement by George 
T. Wight, secretary and manager, will be 
“America’s New Economic Frontiers—A Chal- 
lenge to Business, Education and Government.” 

New frontiers of business will be discussed 
by a banker of national reputation, who is a 
present-day pioneer in our great Northwest; 
by the president of a large railroad system; by 
a leader in the widely expanding public utility 
field and by representative life insurance execu- 
tives. 

From the two coasts will come university 
presidents, distinguished for the individuality 
of their thought, to present the challenge & the 
new educational frontiers. ‘ 

Government will be represented by a United 
States Senator and two outstanding figures in 
the field of insurance supervision. 

From the North will come a Canadian speaker 
of international reputation. 

Luncheon will: be served as usual, between 
sessions, in the dining room adjacent to the 
convention hall, in order that members and 
guests may more readily take advantage of the 
pleasant personal contacts made possible by the 
convention. 

In his announcement Mr. Wight says: 

“The conquest of frontiers is still a dominat- 
ing and fascinating activity in America. Re- 
markable as has been our progress, opportuni- 
ties for further achievement are presented daily. 
To visualize the scope of coming opportunities, 
and to discuss the relation of life insurance to 
them, will be the purpose of the twenty-first 
annual convention of the Association.” 


Speaks Before Lafayette Life Underwriters 

INDIANAPOLIS, IND., September 20.—Elbert E. 
Storer, Indianapolis, State agent of the Bank- 
ers Life of Iowa, was the speaker at the last 
meeting of the Lafayette Life Underwriters in 
Lafayette, Ind. Mr. Storer gave his impres- 
sions as to methods that should be used in sell- 
ing insurance. It was announced that a joint 
meeting of insurance men and bankers was be- 
ing planned. 


é 


CHANGES FROM BRANCH OFFICE SYS- 
TEM TO GENERAL AGENCY BASIS 


John A. Campbell Appointed General Agent 
of Western Union Life for Metro- 
politan District 

The Western Union Life Insurance Company, 
of Spokane, announces the appointment of John 
A. Campbell as its general agent in the Metro- 
politan District, with offices in the Graybar 
building, 420 Lexington avegue, New York 
city. 

The company’s announcement to agents and 
brokers states: 


Mr. Campbell brings to this position an 
experience of many years in the insurance busi- 
ness both as a home office company executive 
as well as an important personal producer in 
the field. 

The fact that our company maintains an of- 
fice of issue in this city means that Mr. Camp- 
bell is in an exceptional position to give you 
prompt and efficient service and we solicit for 
him your co-operation and patronage. 

The company has hitherto maintained a 


branch office in charge of Ralph K. Hubbard, 
resident vice-president, who continues in charge 
of the office of issue. The new general agency 
appointment indicates a desire on the company 
to expand its program of production. 


Joins Southern States 
(Concluded from page 3) 
dren, a daughter and two sons. He is a delight- 
fully genial personality, and his record is a 
continuous chain of successes and achievements. 

Mr. Moore, president of the Southern States 
Life, states that for the past three years the 
company has recognized the necessity of hav- 
ing associated with it a man of outstanding in- 
surance experience and ability to direct the 
affairs of its agency organization. Mr. Albrit- 
ton will enter the company with full and com- 
plete control @f \the agency department and 
will be brough®ihto the inner councils of the 
executive workings of the company. 

The financial strength of the company to- 
gether with the volume of business it has in 
force, justifies its officers in entering upon a 
campaign of expansion.. Mr. Albritton will 
bring into the company that practical experi- 
ence and proven ability which will enable the 
company to successfully go forward carrying 
out its program, growth and progress. 


W. H. Huehl Becomes Actuary of Indian- 
apolis Life 

INDIANAPOLIS, IND., September 20.—Walter 
H. Huehl, who for the past three years has 
been actuary for the State of Indiana, has 
taken the position of actuary for the Indian- 
apolis Life Insurance Company at its home of- 
fice. Mr. Huehl is a graduate of the Univer- 
sity of Michigan and is an associate member @F 
the Actuarial Society of America. ? 
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PROMINENT PATRONS 
NUMBER 





Difficulties Encountered in Compila- 
tion of Lists : 





CHANGES IN MILLIONAIRE LIST 





Accuracy of Material Not Guaranteed But 
Every Possible Source of Information 
Made Use of 


The issue of THE SpecTator dated September 
29 will be known as The Prominent Patrons of 
Life Insurance Number, which will enjoy a cir- 
culation much larger than usual. 

At the request of the New York Times, THE 
SPECTATOR gave to that paper in advance of the 
publication in its Special Number, a list of the 
big policyholders, purporting to carry $1,000,000 
of life insurance or more. THE SPECTATOR does 
not guarantee the accuracy of the amounts of 
insurance carried as published in its list of 
Prominent Patrons of Life Insurance. Since 
the publication of the list of millionaire policy- 
holders in the New York Times, the following 
corrections have come to our attention: 

George (Babe) Ruth, New York. Changed 
from $5,000,000 to $300,000. 

Joseph M. Schenk, New York. Changed from 
$4,250,000 to $4,000,000. 


Stoughton Fletcher, Indianapolis. Changed 
from $1,500,000 to $500,000. 
Charles Chaplin, Los Angeles. Changed 


from $1,000,000 to $200,000. 

Dr. Fred D. Banting, Toronto, Ont. Changed 
from $5,000,000 to less than $1,000,000. 

S. S. Kresge, New York. Lesgthan $1,000,- 
000. 

The lists of Prominent Patrons of Life In- 
surance to be published in THE SPECTATOR of 
September 29, represent the sixteenth publica- 
tion of large policyholders which has been com- 
piled by THE Spectator covering a period of 
35 or 40 years. We have prepared these lists 
from all possible available sources except that 
it will be understood that there is no authentic 
official list from whick to compile such data. 

Some companies have, from time to time, 
helped us in making up such lists, but several 
of the larger companies object, on the ground 
that the revealing of the amount of insurance 
carried would be a breach of faith with the pol- 
icyholder. Right here, to slgpw the great diffi- 
culty in compiling a trustworthy list of large 
policyholders, a problem as to obtaining correct 
amounts would arise, even if we could get half 
of the companies to supply us with lists from 
their books. Only the company which was the 
last one to insure a policyholder would have the 
record proving the complete amount of insur- 
ance carried by said policyholder. Later on the 
policyholder in question may lapse one or two 
policies, so that only the assured himself really 


@ 
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knows how much life insurance he is carrying. 

We have obtained thousands of names from 
friendly general agents and life insurance so- 
licitors who are interested in the use of our 
lists and are glad to give Tue SpecrTaTor assist- 
ance in revising same. Many of these agents, 
however, give us names which they have ob- 
tained from their competitors, but do not sup- 
ply the names of persons insured in their own 
company. After getting together thousands of 
names and amounts of insurance reported, fol- 
lowing many months of correspondence with 
companies, agents and others, we then proceeded 
to address a letter to every policyholder advis- 
ing him that we intended to print his name in 
Tue Spectator lists of Prominent Patrons of 
Life Insurance and asking him to revise the 
amount of insurance carried by him, to state the 
amount of personal insurance carried and also 
the amount of business insurance. 

As explained, THe SpecraTtor does not guar- 
antee the accuracy or completeness of the lists 
in any locality. To show the extent of the 
correspondence, research and other work in- 
volved in compiling the list of Prominent Pa- 
trons of Life Insurance, more than 25,000 let- 
ters were written and mailed, first class, and 
return addressed stamped ‘envelopes were sent 
to the insureds to induce complete replies. 
We merely mention these figures in order to 
indicate the extent to which Tue Spectator 
has prosecuted its work in the endeavor to com- 
pile and publish, so far as possible, a fairly 
trustworthy list of large policyholders which 
we shall present in the forthcoming Prominent 
Patrons of Life Insurance Number. 

In cases where the insured has requested us 
to omit his name from the list, this has been 
complied with. There are some classes of per- 
sons, who, when they see the amount of life in- 
surance which they carry exaggerated, are 
pleased to have us publish an exorbitant and 
incorrect amount. Some other policyholders, 
when theyjMeeeive our letters asking for re- 
vision and rection, do not reply to our com- 
munication..@Some company officials have re- 
ported themselves unable to assist in the com- 
pilation because of scruples regarding policy 
contracts; and since there are no official 
avenues for securing this information, a va- 
riety of methods has been utilized in complet- 
ing this great work. 

Tue Specrator is thus offering to the in- 
surance world, and the public, a list of some 
13,000 names embracing some of the most im- 
portant people in each community. The cir- 
culation of this list is of unquestionable value 
to the business of life insurance in enforcing 
the precept as to the value of a good example. 


Judea Life to Hold Agency Convention 

The Judea Life Insurance Company, New 
York, N. Y., organized early this year, is 
already making preparations for its first con- 
vention to be held at Lakewood, N. J., on Jan- 
uary 6, 7 and 8, 1928. 

The convention to be held at Lakewood will 
bring’ together the 500 agents of the company, 
who will listen to addresses by Francis R. 
Stoddard, general counsel of the Judea and 
former Insurance Commissioner of New York 


. 


& 


edurther, “These bills must be met. 


State; Morris Pike, actuary and general man- 
ager of the company; Vice-President Mason 
and, later, to Professor S. B. Ackerman of 
New York University. Increased production 
and agency problems will be the chief topics 
for discussion. 

The Judea Life Insurance Company is a 
regular stock insurance company which, in addi- 
tion to its primary purpose of returning a 
profit, also hopes to aid in the economic devel- 
opment of Palestine through the influx of cap- 
ital into that country, since the parent company 
of the Judea Life of New York is the Judea 
Insurance Company of Palestine. The results 
already obtained indicate that the company is 
well on its way to achieving both objects. The 
Judea has approximately $6,000,000 of insur- 
ance on its books, an impressive figure in view 
of the fact that the company has only been 
writing business since May, 1927. 


COLUMBIAN NATIONAL CELEBRATES 
Silver Jubilee Marked by Convention of 
Field Force 
Boston, Mass., September 19.—The Colum- 
bian National Life Insurance Company cele- 
brated its silver jubilee at the Hotel Somerset, 
Boston, Mass., from September 11 to 14 inclu- 
sive. It was just five years ago that the com- 
pany opened its doors for the transaction of 
the business of life insurance. In connection 
with the silver jubilee celebration the company 
held a business conference for its field force 
and had in atendance 150 representatives from 
the twenty-seven States in which the company 
is operating. The hours from 9 a. m. to 1 p. m. 
each day were devoted to business sesisons and 
the afternoons and evenings given over to vari- 

ous amusements. ; 


Manhattan Life’s Philadelphia Appoint- 
ment 

The Manhattan Life Insurance Company of 
New York takes great pleasure in announcing 
the appointment of William K. Dickey as its 
general agent at Philadelphia. Already con- 
gratulations are being tendered. to the company 
over this new appointment, #6F Mr. Dickey is 
one of the best and most favorably known life- 
men in all of Pennslyvania, but particularly in 
Philadelphia and vicinity. 

The name William K. Dickey recalls to us 
his success as superintendent of agents for the 
Mutual Life of Néw York at Erie, Penna., 
from 1906 to 1918; and, a again, his fine work 
for that same company at Philadelphia from 
1918 to 1923. 


Seek Continuance of Federal Inheritance 
Tax 

The New York Times of Tuesday, Septem- 
ber 20, contains a Washington dispatch in which 
Senator Borah, of Utah, is quoted as saying 
“that we must conclude that there will be no 
repeal of the inheritance tax this winter.” 
Pointing to the huge budget which Congress 
will be called upon to approve Mr. Borah said 
If the large 
Bstates do not help to meet these burdens, some 
one who may not be so fortunate will have to 
meet more of them.” 
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NYLIC INCENTIVES 
and 


AIDS TO SUCCESS 





They Talk the Same 
Language 


@ Nothing contributes more to the develop- 
ment of efficiency in any organization which 
appeals to the public, than a clear under- 
standing between representatives in the field 
and Home Office Executives. 


@ In a life insurance company, the Home 
Office must know the agent's problems, if they 
are to be dealt with fairly and effectively. 


@ Nylic Agents have no difficulty in making 
their field problems understood at the Home 
Office. 


@ And this is not strange; for the majority 
of the Executive Officers, including the Presi- 
dent, have had practical experience in field 


and Branch Office work. 


@ So they “talk the same language”—feld 
men and executives alike. And you don't 
hear Nylic Agents saying, “Our officers can’t 
get the agent’s point of view because they 
have never had field experience.” 


@ Common experience begets mutual under- 
standing which in turn begets confidence; and 
confidence begets strength. 


There is probably no life insurance com- 

ny between whose Field and Home Office 
there exsists a more frank and cordial relation- 
ship, due largely, no doubt, to this sympathetic 
bond of common experience. 


“Is it any wonder that, measured by usual 
standards, Nylic agents are industrious, 
persistent, satisfied and happy?” 





NEW YORK LIFE INSURANCE CO. 
346 BROADWAY, NEW YORK 
DARWIN P. KINGSLEY, President 
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AETNA GENERAL AGENTS 
MEET 


Fourth Annual Conference Being 
Held at Asheville 


DIVERSIFIED PROGRAM PROVIDED 


Seventy General Agents and Twenty Home 
Office Officials in Attendance 


ButmoreE, N. C., September 19.—General 
agents of the Aitna Life Insurance Company 
from all parts of the United States and several 
Canadian provinces are in session at Kenilworth 
Inn here on for their fourth annual conference. 
The meetings will last through the week. In 
addition to the seventy general agents repre- 
senting the company's field organization who 
will attend, there will be about twenty officers 


chair. 


and department heads from the home office. 
Several of these will give addresses, although 
much of the program has been assigned to the 
general agents themselves. 

- Most of the subjects to be discussed relate 
to the securing, training and supervision of 
agents, and to the work of agency building. The 
addregses have been limited to thirty minute 


and following each one there will be fifteen 


minutes of open discussion, during which the 
speaker will answer questions and otherwise 
amplify his statements. 

The first session was held Monday afternoon 
with President Morgan B. Brainard in the 
Vice-President Kendrick A. Luther, 
head of the entire agency department,-then gave 
the conference keynote. Mr. Luther was fol- 
lowed by S. F. Westbrook, assistant treasurer 
of the company, who spoke on “Mortgage 
Loans.” 


Taking Out The Interference — 
An Important Part of The Game 


Let’s say you’re carrying the ball for us. Ahead’ of you goes 
our advertising —clearing out opposing sales resistances. In 
front of you charges a powerful line of cooperative selling 


HEER for the halfback who tears off a 50 yard run? 

Cheer for the star end who snares a long pass out of 
the air? Certainly! But reserve your loudest and heartiest 
enthusiasm for the time when the cheer leaders bellow— 
“Let’s have a long cheer for the TEAM”. 
For it’s the team-work that counts —not the unaided bril- 
liance of individuals. It’s the men who clear out the tacklers 
in front of the ball-carrier—the men who check the opposing 
line—who are just as much responsible for the touchdown. 
Team-work! Cooperation with a common goal the object. We 
believe in it—strongly! We practice it—always! 


ideas-—helping you on towards sales. 

And when you make the touchdown? Well, we're just as 
much pleased as you are—for we’re part of the team, you 
know, and your score is our score, too. 

Probably it is the team-work and cooperation given by 
Security Mutual, which has resulted in so many of our field 
men making excellent sales records this year. 


Security Mutual Life can make an unusually attractive offer bo the man 
who is considering Life Insurance as a vocation. ( Choice territories are 
still available to life underwriters of proven ability. @ We will gladly 
discuss these matters with you in person—or you can write for a copy 0 
our new book, “A Frank Talk on Your Future’’. 
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THE INSURANCE YEAR 
BOOK FOR 1927=1928 


An Encyclopedia and a History of In- 
surance Vital to Company and 
Agent 
ISSUED IN THREE VOLUMES, LIFE, 
FIRE AND CASUALTY 


Premiums of All Classes of Companies in 
1926 $4,932,015,724—Assets Aggre- 
gate $18,338,362,965 — Paid to 
Policyholders $2,597,365,177 


For more than half a century The Insurance 
Year Book has constituted a record, from year 
to year, of the progress of insurance, and the 
1927-1928 edition, the fifty-fifth annual is- 
sue, published by The Spectator Company, 
brings the history of the dgsurance business up 
to January 1, 1927, @ 

This comprehensive ication, embracing 
three huge volumes ating over 4000 
pages, has grown from ani mitial book of about 
100 pages, and has kept pace with the growth 
and expansion of the business of insurance in 
all its branches. The successive yearly issues 
of The Insurance Year Book constitute an in- 
teresting history of the progress of insurance, 
and the Year Book has long been recognized 
as a standard source of information and statis- 
tics. 

One volume is devoted to life insurance, an- 
other to fire and marine insurance and the third 
to casualty, surety and miscellaneous insurance. 
The three volumes are a veritable encyclopedia 
of insurance facts, and are invaluable works of 
reference for every insurance man; indeed, they 
are indispensable adjuncts to every insurance 
company, branch or agency office. 

The tremendous business done by the com- 
panies engaged in various classes of insurance 
is well indicated by the following aggregates 
for 1926 taken from the three volumes of The 
Insurance Year Book: 


LecAL ReservE Lire INSURANCE COMPANIES 


Number of companies 322. Premium receipts. 
$2,624,013,968; total income, $3,330,298,069 ; 
payments to policyholders, $1,373,201,344; total 
disbursements, $2,123,772,040; admitted assets, 
$12,939,806,809 ; surplus, $762,482,866 ; new busi- 
ness (group) $1,367,879,181; new’ business 
(ordinary), $11,014,741,923; new business (in- 
dustrial), $3,953,972,274; insurance in force 
(group), $5,425,987,646; insurance in force 
(ordinary), $59,031,334,698; insurance in force 
(industrial), $14,034,819,943. 


ASSESSMENT LIFE AND FRATERNAL ORDERS 


Assessments and annual dues, $206,648,876; 
total income, $251,574,387; paid policyholders, 
$134,355,300; total disbursements, $182,589,878 ; 
total assets, $699,158,862gemew business, $1,170,- 
432,569 ; certificates in igjrce number 9,422,016; 
insurance in force, $10, 3,990. 

(Concluded om page 17) 
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50 MILLION MESSAGES 


as Goodwill Builders for 


Missouri State Life 


Scheduled to appear in newspapers 
during last four month$ of 1927 g 


HE biggest word in business today is “Goodwill” and 
the biggest force in business today is “Public Opinion”. 
Goodwill is the essence of favorable public opinion. 


The Missouri State Life has just 
scheduled a program of ‘“‘localized”’ 
National Newspaper Advertising to 
further aid in augmenting nation- 
wide goodwill for its name, its policies 
and its representatives. The Company 
is proud of its past record of achieve- 
ment, proud of it§ standing as a great, 
growing Company, 19th among the 
leading life insurance companies of 
the country. It proposes to broadcast 
this story of success to a nation-wide 
public. 


In a series of quarter-page advertise- 
ments running bi-weekly in a selected 
list of newspapers in some sixty odd 
cities, the Company will broadcast 
more than 50 million individuals mes- 
sages during the last four months of 
1927. 


This is just one of the ways in which 
the Missouri State Life is helping its 
men in the field to sell more Missouri 
State Life insurance. 


A Great Company Daily Growing Greater 


MISSOURI STATE LIFE 


INSURANCE COMPANY 


M E SINGLETON PRESIDENT 
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Life Insurance 








Inspection Reporting, and the Life Insurance 
Agency System in Great Britain 


That the amount of life insurance in force 
in Great Britain has increased only 130 per 
cent during the past 30 years, while it has in- 
creased 800 per cent in the United States with- 
in the same period is the statement made by 
Walter C. Hill, vice-president of the Retail 
Credit Company of Atlanta, Ga., who recently 
returned from an extended trip abroad. Mr. 
Hill’s journey was undertaken with the view 
of extending the Retail Credit Company’s in- 
spection service to England and was based on 
the desire of a number of the company’s cus- 
tomers to have its inspection reports on their 
business in Great Britain. The Atlanta execu- 
tive found such a course to be impractical, how- 
ever, and, when interviewed by a representa- 
tive of THE SPECTATOR, said: 


There are many more or less fixed angles 
to the situation, any combination of which 
might have been a determining factor to a nega- 
tive conclusion, but the one final and wholly 
sufficient feature is that there is not enough 
volume in sight or prospect to support what 
would be required by way of organization to 
perform effectively. This would hardly be ex- 
pected in such a large population—forty-five 
million people—where insurance is so large an 
item in their economic, social, and_ political 
affairs. The situation turns principally on their 
production or agency system, which is very 
different from ours, or the American agency 
system. In the first place, it does not produce 
the volume of business that would be produced 
from the same number of people similarly sit- 
uated in the United States or Canada. There 
were only 387,000 life policies written in Great 
Britain in 1926, and that was an increase of 
only 9000 over the previous year. The com- 
panies generally are not aggressive for busi- 
ness aS our companies are. They are content 
with very slow growth, and though they had 
a start over us of more than one hundred years 
in promoting the industry, the United States 
alone now has a lead of three times the volume 
of insurance in force, and has increased this 800 
per cent in the last thirty years, while the in- 
crease in Great Britain for the same period 
has been 130 per cent. 


Mr. Hill feels, from his extensive investiga- 
tion, that there is not the same need of inspec- 
tion reports in Great Britain as there is in the 
United States and Canada because of the differ- 
ence in methods of handling the business, partic- 
ularly from the agency standpoint. A negligible 
quantity of business comes to any one English 
company from persons new to it, says Mr. Hill, 
and even this is known to the agents in a way 
that could not be counted on here. He declared 
that many people abroad were familiar with the 
Retail Credit Company’s service to the Ameri- 
can life insurance business, but, on seeing the 
report blanks, were astounded at the directness 
and searching detail of the questions. They 
found it hard to believe that such a general 
system of reporting intimate information could 
be successfully operated, though they recog- 
nized the high inherent underwriting value of 


the service. Dealing with the British agency 


Aw Interview With Wa ter C. Hit 
Vice-President of the Retail Credit Company 


system, and British underwriting methods with 
respect to life insurance in general, Mr. Hill 
said: 
BritisH AGENCY METHODS 

Companies have many branches, twenty or 
forty or seventy-five, according to their size. 
These are under salaried managers, who have 
no commission or volume benefits of any kind. 
Managers are usually home office trained and 
represent entirely the home office or conserva- 
tive position as regards proposals for insurance. 
Even as many as forty branches in so small a 














WattTerR C. HILi 


country as Great Britain give a very close 
organization, with relatively small territory 
for each branch. 

All forms of insurance, fire, accident, life, 
automobile, etc., would be written through the 
branch, for in England it is permitted an in- 
surance company to write practically all forms 
of coverage. It is the object of the managers 
to form connections with individuals or firms 
and take care of all their insurance needs, much 
as banks in our country seek to meet all fiscal 
needs of their customers, and the branches, when 
forming. these connections, assemble very full 
and complete information covering the personal 
history of the individual or individuals, and in- 
form themselves thoroughly as to the business, 
its nature, extent, volume, etc., about as our 
banks do with their ctistomers. 

To do this he has a force of inspectors. These 
are purely salaried men, whose job it is to find 
agents who can initiate and retain the contacts 
I have described. A company may have 15,- 
000 or 20,000 agents. All these agents, with 
the possible exception of a few brokers in very 
large cities, would be part-time men. They 
would be lawyers, estate agents, accountants, 
merchants, or other property owners. No 
license is required to be an insurance agent. 
Anyone may be who can influence, control, or 
produce business of his own, linked up with 
that of a few others. Many of these agents 


II 


remit premiums of less than $100 a year. No 
one knows how many insurance agents there 
are in Great Britain. It is the business of the 
inspectors to circulate among the agents in 
their respective territory, which, in many cases, 
may be no larger than the territory covered 
by one of our big city inspectors, and keep up 
with the business, both new and renewal. An 
agent is not presumed to present any business 
from people he does not know personally. All 
new business of every form is applied for on 
a written proposal, signed by the applicant, and 
the proposal is specifically made a part of the 
contract of insurance. The applicant must also 
give references, and these are almost always 
consulted. The agent must give information on 
supplementary blanks, and if the branch man- 
ager is not satisfied, an inspector sees the agent 
and requires him to inform himself on points 
of doubt. The inspector may, in unusual cases, 
make some direct inquiries. The home offices 
do not deal direct with agents or inspectors, but 
refer all matters to the branch managers, hold- 
ing everybody directly responsible. 

Attorneys in Great Britain are ipso facto in- 
surance agents and while many of them have 
regular company connections, any one of them 
is allowed commission for insurance he places 
with any company. Being interested parties, 
they would not be useful as sources of informa- 
tion for inspection reports, declared Mr. Hill. 
Companies in England use some mercantile 
agency reports which might be from Bradstreet 
or Dun but are generally from Stubbs. Mer- 
cantile rating books are, however, practically 
unknown in England and agency files consist 
of records of charters, suits, attachments, judg- 
ments or other legal processes without being 
supplemented by financial statements. Such 
statements are only required from large limited 
companies having more than 50 shareholders 
and are published once a year by law. Asked 
about commissions paid to life insurance agents 
in Great Britain, Mr. Hill said: 


AGENTS’ CoMMISSIONS 


The agent gets 15 per cent to 20 per cent in 
fire and casualty premiums. On life insurance 
he gets £1 per £100 insurance, and a renewal 
commission of 214 per cent on the premiums as 
long as he lives and the policy persists. The 
companies are successful in establishing with 
their agents their obligation to present only 
acceptable business. Since practically no one 
looks to insurance for a livelihood but seeks 
the connection to save commission on his own 
and the business of clients, friends, or asso- 
ciates, there seems to operate an effective in- 
centive to guard the interest of the insurance 
company. This is heightened by a very ready 
decision on part of the companies to cancel any 
agency situation not entirely satisfactory to 
themselves. Once dropped out, a person finds 
it very difficult to establish another contact, for 
in this matter of character reference the com- 
panies seem to co-operate very closely and, 
having represented one company, it is im- 
possible to gain another without a good char- 
acter from the first. The business of no one 
of these agents is likely to be big enough to 


(Concluded on page 37) 
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NEAL BASSETT, President JOHN KAY, Vice-Pres. A. H. HASSINGER, Vice-Pres. WELLS T. BASSETT, Vice-Pres. 





FIREMEN’S INSURANCE COMPANY OF NEWARK, N. J. 

THE GIRARD F. & M. INSURANCE CO. OF PHILADELPHIA, PA. 
MECHANICS INSURANCE CO. OF PHILADELPHIA, PA. 
NATIONAL-BEN FRANKLIN FIRE INS. CO. OF PITTSBURGH, PA. 
SUPERIOR FIRE INSURANCE CO. OF PITTSBURGH, PA. 
CONCORDIA FIRE INSURANCE CO. OF MILWAUKEE, WIS. 
CAPITAL FIRE INSURANCE CO. OF CONCORD, N. H. 





Pacific Department 


Western Department 
H. A. CLARK, Manager HOME OFFICES: W. W. & E. G. POTTER, Managers 
844 Rush Street Newark, N. J. Philadelphia, Pa. 60 Sansome Street 
CHICAGO, ILL. Pittsburgh, Pa. Milwaukee, Wis. Concord, N. H. SAN FRANCISCO, CAL. 
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Security Mutual Casualty Company 


December Thirty-First, 1926 





ASSETS 

Bonds and Stocks (Market Value)............. $7,465,665 .00 

PERE ec a ire aipattels ss vies «'s w 0rasss'e 30,000 .00 

Accrued Interest on Investments............... 101,665 .74 

Cash in Bank and Offices... .... cc cccccccccces 1,199,252 .06 

Premiums in Course of Collection.............. 399,390 .22 

Deposit with Workmen’s Compensation Board, AG 1869 rs 

Province of Manitoba... .......scccccscccces 2,444 .91 {\ ONG if ‘Ue 
$9,198,417 .93 : oi SAS 
LIABILITIES ET © OLD MAN OF THE MOUNTAI 

Net Special Reserve for all Liabilities.......... $5,894,895 .79 j 


ee ere 611,616 .08 a 
Usnbvorbed Premium Refund dedared (Not paid) 42'51°37 NEW HAMPSHIRE 
ie Rn ICRU B ins op cS se 5.4 /b)0\s 0b 0 00 4:0 Sas ,610, : E 
: $9,198,417 .93 Fh FIRE INSURANCE CO 


Unabsorbed Premiums Returned to Policyholders 2 
RRMIUD. is dione aeebimaen ts nexss 5408 $8,000,000 .00 6 Manchester, N. H. 


Fundamentally Right Economically Operated 
Financially Sound 4 = ASSETS $13.679.785.77 sf 
HENRY W. IVES & COMPANY @ TOTAL LIABILITIES EXCEPT CAPITAL |g 
¥ eee OUNDERWRITING MANAGERS ~ spe 1 $6.994,698.54 ] 


FOR THE UNITED STATES 


FOR EXCESS AND REINSURANCE Mi POLICYHOLDERS' SURPLUS 
Treaty or Facultative and er Enssse for Automobiles, General and : : $6.685,087.23 


Elevator 
Workmen’s Compensation 

Fidelity and Surety and Rebbery 
Burglery, Theft and y 

Personal Aceident and Health 

woe ee , 

ropert amage including Liabilit 
ell-Sncuvese Catastrephe . 
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PROGRAM READY 





National Association of Insurance 
Agents to Have Innovations 


- 


MUCH DISCUSSION PLANNED 








Educational Flavor Given to New Orleans 
Meeting in October 


The program for the thirty-second annual 
meeting of the National Association of Insur- 
ance Agents, which will be held in New Or- 
leans, October 19-21, has been announced. In 
view of the recent changes in the policies of the 
Association it is of wide interest. 


MONDAY, OCTOBER 17 


9 A. M.—Meeting of National Executive Committee, 
Parlor C, Mezzanine Floor, Roosevelt Hotel, continu- 
ing throughout the day and evening. 


TUESDAY, OCTOBER 18 
10 A. M.—Meeting of State Association officers with 
National Executive Committee, Parlor E. Mezzanine 
Floor. 
Special Order.—A five-year program, 
Report of Finance Committee—J. A. Giberson, 
Alton, Ill., chairman. 


1 P. M.—Complimentary luncheon conference, State 


association officers, Walter T. Greene, president, Wis- 
consin State Association, Milwaukee, presiding, Gold 
Room, Mezzanine Floor. 

2 P. M.—Annual meeting Louisiana Insurance So- 
ciety, Parlor E, Mezzanine Floor. George A. Petrie, 
Alexandria, president. 

4 P. M.—Meeting, National Executive Committee. 

7 P. M.—Get-together dinner and entertainment, 
Tip-Top Inn, Twelfth Floor, Roosevelt Hotel. 


WEDNESDAY FORENOON, OCTOBER 19 
Singing, “‘America.”—Henry Wehrmann, leading. 
Invocation.—Most Reverend John W. Shaw, Arch- 

bishop of New Orleans, 

Greetings from John X. Wegmann, president, New 
Orleans Insurance Exchange. 

Address of Welcome.—To the State, by Governor 
D. H. Simpson; to the city, by Mayor A. J. O’Keefe. 

Response.—Past President Cliff C. Jones, Kansas 
City, Mo. 

President’s Annual 
Poughkeepsie, N. Y. 

Executive Committee’s Report——W. Eugene Har- 
tington, Atlanta, Ga., chairman. 

Secretary’s Report.—-Walter H. Bennett, New York 
city. 

Accident Prevention and Education. —L. A. DeBlois, 
director of Safety Engineering, National Bureau of 
Casualty and Surety Underwriters, New York. 

General open discussion. 


Address.—Frank L. Gardner, 


WEDNESDAY AFTERNOON, OCTOBER 19 

Report of Grievance Committee—R. P. DeVan, 
Charleston, W. Va., chairman. 

Use and Occupancy Insurance.—A general discus- 
sion, led by Clyde B. Smith, Lansing, Mich., a mem- 
ber of the National Executive Committee. 

(a) Selling the Manufacturer. 

(b) Selling the Merchant. 

(c) What Constitutes ‘‘Net Profit.” 

(d) Who Are the Prospects? 

Report of the Better Business Methods Committee.— 
W. Eugene Harrington, Atlanta, Ga., chairman, Na- 
tional Executive Committee. 

Advertising and Publicity.x—A general discussion, led 
by Warren W. Ellis of New York, assistant to the 





general manager, National Board of Fire Underwriters, 
and W. W. Darrow, chairman, Committee on Public 
Relations, Insurance Advertising Conference. 

(a) Newspaper Space. 

(b) The Use of Direct Mail. 

(c) Novelties. 

(d) How the Companies Will Co-operate. 

Report of Membership Committee—E. M. Sparlin, 
Rochester, N. Y., chairman. 

The Danger of a Single Track Agency.—A general 
discussion, led by Donald G. North, New Haven, 
Conn., a member of the National Executive Committee. 

Standards of Eligibility for Membership—A gen- 
eral discussion, led by Clifford A. Payne, Jacksonville, 
Fla., a member of the National Executive Committee. 

Field Men and Association Membership.—A general 
discussion, led by Phil J. Braun, Flint, Mich., former 
president of the Michigan Association. 

Report of Fire Prevention and Conservation Com- 
mittee—Wm. B. Calhoun, Milwaukee, Wis., chairman. 


THURSDAY FORENOON, OCTOBER 20 

(Note.—Prior to the opening of the convention ses- 
sion and at 8:00 a. m. a breakfast conference will be 
held in the Roosevelt Hotel, in charge of Earl E. 
Fisk, chairman of the Committee on Public Relations 
and Education, presidents of all State Associations and 
Key Men of Committee are expected to attend. The 
Conference will close at 9:45.) 

A Life Insurance Department as an Adjunct to a 
Local Agency.—A general discussion, led by Percy 
H. Goodwin, San Diego, Calif., a member of the Na- 
tional Executive Committee. 

Report of Casualty and Surety Committee.—D. J. 
O’Keeffe, Fort Wayne, Ind., chairman. 

Branch Offices.—A general discussion, led by Edwin 


OF Cole, Fail River, Mass., former president, Massa- 


chusetts Association, and former chairman, New Eng- 
land Advisory Board. 

Surety Insurance.—A general discussion, led by R. 
P. DeVan, Charleston, W. Va., a member of the Na- 


tional Executive Committee. 
(a) Fidelity; (b) Surety; (c) Burglary; (d) For- 
gery. 


A State Membership Campaign.—Charles K. Foote, 
Wichita, secretary, State Association and one of the 
“Four Horsemen of Kansas.”’ 

A Successful Local Board.—An address by M. J. 
Hartson, first president, New Orleans Insurance Ex- 
change. 

Practical Local Board Activity—A general discus- 
sion, led by Fred M. Burton, Galveston, president, 
Texas Association. 

(a) Creating Confidence in the Board Members and 
Sound Insurance. 

(b) Uniform System of Prompt Premium Collec- 
tions. 

(c) Securing City, School, County and Similar 
Business for Distribution Among Members. 

(d) Civic and Political Activity as an Aid to the 
Local Agent. 

(e) Other activities. 

A Standard for the American Agency System.—A 
general discussion, led by John D. Saint, Baton Rouge, 
the local agent member of the Louisiana Insurance 
Commission. 


THURSDAY AFTERNOON, OCTOBER 20 

The Work of the Specials in Helping the Local 
Agent Develop His Business—A general discussion, 
led by Albert R. Menard, Macon, president of the 
Georgia Association. 

Development of Casualty Business.—A general dis- 
cussion, led by Ben L. Agler, Youngstown, Ohio, a 
member of the National Executive Committee. 

(a) Public and Property Damage Liability. 

(b) Workmens Compensation. 

(c) Other Casualty Lines. 

Report of: Committee on Public Relations and Edu- 


(Concluded on page 14) 
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FIRE WASTE COUNCIL 





Fall Meeting in Washington This 
Week 





TO CONSIDER PERSONAL CONTACT 
PLAN 
Speakers Include E. T. Cairns, James S. 
Kemper, George W. Booth, A. L. 
Gale, and Judge Edwin B. Parker 

Wasuincton, D. C., September 19.—The 
regular fall meeting of the National Fire Waste 
Council will be held at the headquarters of the 
Chamber of Commerce of the United States in 
Washington on Friday, September 23. At that 
time special consideration will be given to the 
development of personal contact service for 
chambers of commerce initiated by the Council 
last year. The plan calls for at least one visit 
to every chamber of commerce in the Intér- 
Chamber Fire Waste Contest each year. This 
work is in charge of the contest committee of 
the Council under the general chairmanship of 
Richard E. Vernor, manager of the Fire Pre- 
vention Department of the Western Actuarial 
Bureau. Thus far nearly 100 chambers have 
been visited by representatives of the committee. 

The speakers at the Council meeting will in- 
clude: 

E. T. Cairns, chairman of the committee on 
Fire Prevention and Engineering Standards of 
the National Board of Fire Underwriters, 
whose subject will be “Contact Service of the 
Members of the National Fire Waste Coun- 
ei” 

James S. Kemper, vice-chairman of the In- 
surance Advisory Committee of the National 
Chamber and a director of the Chamber, on 
“The Value of Personal Contact in the Inter- 
Chamber Fire Waste Contest.” 

George W. Booth, chief engineer of the Na- 
tional Board of Fire Underwriters, on the sub- 
ject “Community Surveys as an Aid to Local 
Fire Prevention Committees.” 

Because of the interest of the Council in the 
farm fire prevention problems, A. L. Gale, 
president of Gale and Pietsch, Inc., of Chicago, 
will speak on “The Influence of the Farm Press 
in the Fire Prevention Movement.” 

Judge Edwin B. Parker, chairman of the 
Board of the Chamber of Commerce of the 
United States, will deliver the address of wel- 
come. 

Several committees of the Council will meet 
in Washington, September 22. These include 
the Agricultural committee, of which I. D. 
Goss of the Farm Association is chairman; 
speakers’ committee, T. A. Fleming, National 
Board of Fire Underwriters, chairman; Infor- 
mation and Publications committee, Eugene 
Arms, manager, Mutual Fire Prevention 
Bureau, Chicago, chairman; Contest Grading 
committee, George W. Booth, chairman; Fire 
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Casualty Statistics committee, Dr. Frank A. 
Fall, director, Education and Research, Na- 
tional Association of Credit Men. In addition, 
the executive committee of the Council, com- 
prising the chairmen of its ten standing com- 
mittees, will meet on the evening of the 22nd. 
All the committees will submit reports to the 
Council on the 23rd. 

From the number of acceptances received by 
the Chamber it is anticipated that the attend- 
ance at the Council meeting will exceed that of 
any other meeting it has ever held. Interest 
in the Council's work is at a higher pitch 
than ever before, perhaps in some measure due 
to the splendid results achieved in the 1926 In- 
ter-Chamber Fire Waste Contest. The Coun- 
cil is enlisting the support of chambers of com- 
merce in the observance of Fire Prevention 
Week, October 9 to 15, and in this connection 
the National Chamber has issued a pamphlet 
offering suggestions for local programs. 


Program Ready 
(Concluded from page 13) 

cation.—Earl E. Fisk, Green Bay, Wis., chairman. 

Automobile Club Interference in Insurance—A gen- 
eral discussion, led by J. A. Giberson, Alton, former 
president, Illinois Association, and chairman, National 
Finance Committee. 

Company Co-operation.—A general discussion. 

(a) With Reference to Conference Agreement. 

(b) In Other Respects. 


FRIDAY FORENOON, OCTOBER 21 

Outstanding State Association Accomplishments of 
the Year.—A symposium from the State Officers Con- 
ference, by Allan Kennedy, Fort Smith, president, 
Arkansas Insurers Association and member of the Na- 
tional Executive Committee. 

(a) Agency Qualification Laws. 

(b) Compulsory Automobile Liability Legislation. 

(c) Securing Observance of Association Principles 
by Companies and Agents. 

Report of the Legislative Committee—Col. Walker 
Taylor, Wilmington, N. C., chairman. 

Compulsory Automobile Liability Legislation.—A 
general discussion, led by Wm. C. Moulton, presi- 
dent, Massachusetts Association. 

State Regional Meetings.—A general discussion, led 
by J. W. Rose, Buffalo, president, New York State 
Association of Local Agents, Inc. 


FRIDAY AFTERNOON, OCTOBER 21 

Discussions, postponed or unfinished. 

Report of Committee on Resolutions. 

Report of Committee on Nominations. 

Election of Officers. 

Presentation of Awards. 

(a) President’s Membership Cup. 

(b) Des Moines Attendance Cup. 

(c) Woodworth Memorial. 

Favors One Organization 

(Concluded from page 3) 
(liability assumed under all policies when and 
as issued) was $205,762,240,570. That is to 
say, values to that amount were some time pro- 
tected and individual or corporate credit was 
afforded support for short or long periods to 
the extent of that stupendous aggregate sum 
of over two hundred billions of dollars. (It 
may be remarked that policies returned with 
accounts, reported as canceled flat, not taken 
or not wanted, do not of course figure in this 
showing, although the companies carried in 
many such cases an actual risk for a short 
time. ) 

The total amount of the premiums originally 
charged, as written in the policies, was $1,311,- 
311,244, an average premium cost of 63.73 cents 
for each $100.00 of risk assumed and for some 
time carried. 


What disposition was made during the year 
of this large sum charged against the policy- 
holders? Over a billion dollars of it was paid 
to and reserved for them, as follows: 

$42,981,401 or 3.28 per cent was reserved as 
was paid to them as returned premiums for 
termination (i. e., cancellation) of insurance or 
for rebates occasioned by improvements of risk 
or allowed for other reasons. 

$249,036,686 or 18.99 per cent of the total 
was paid or held as payable to them on account 
of losses incurred under subsisting “policy con- 
tracts. 

$743,427,528 or 56.62 per cent of the total 
an unearned premium fund set aside to pro- 
vide for an increase during the year in the 
aggregate of outstanding liabilities. 

These sums make a total of $1,034,445,945, or 
78.89 per cent, of the gross premiums written 
in the policies as issued, which was, as stated, 
paid to or held for the buyers of insurance. 

The cost of this service, almost immeasurable 
as to its essentiality and of impressive volume, 
extent and variety, was $337,765,153, or 25.75 
per cent of the gross premiums written, as 
follows: 

Commissions to agents and brokers, the pro- 
ducers’ compensation for their very necessary 
and material services, amounted to $186,670,- 
813, or 14.24 per cent. 

All other expenses, including administration, 
operation, development and taxes imposed by 
public authority aggregated $151,094,340, or 
11.51 per cent. 

Accordingly the portion of the total amount 
of premiums originally charged which was 
used for running the business was, as stated, 
25.75 per cent, or 16.41 cents per $100.00 of 
insurance provided. 

As has been shown the percentage of the 
total paid or payable to or statedly held for pol- 
icyholders was 78.99 per cent, which, added to 
the expense and operating cost percentage of 
25.75 per cent, makes 104.64 per cent of the gross 
premiums written. The excess, $60,899,854, or 
4.64 per cent of the gross sum of the premiums 
written, was contributed to the business of un- 
derwriting, that is of risk assumption and in- 
surance provision, by or from collateral but in- 
dependent operations, which, fortunately for 
the integrity of the underwriting operations 
themselves, were evidently well conducted. 

It is doubtless unnecessary to point out that 
the average cost of 63.73 cents per $100.00 of 
insurance is not set forth as an average rate of 
premium for any given period of time, nor is 
that portion of it required for conducting the 
business (16.41 cents per $100.00) shown as 
the average ratio of expense cost to the net 
amount of liability remaining after deducting 
cancellations, etc. It does represent, however, 
the average cost to the economic interests pro- 
tected of the protection afforded, when and as 
needed and provided. 

May.we not justifiably and with boldness 
claim that our vitally essential part in uphold- 
ing the commercial, industrial and economic 
structure is fulfilled at as low a cost to the 
community as any such business, involving risk 
assumption and requiring the maintenance of 
financial stability always and in any event, may 
reasonably be expected to exhibit? 

Manifestly it is not unreasonable to contend 
that our business is entitled to rates which will 
produce a moderate compensation for our ser- 
vice and our operations. 

The premium receipts, averaging as shown 
herein 63.73 cents charged for each $100.00 of 
risk as assumed, were inadequate to meet the 
payments and reserve obligations to policy- 
holders and the expenses of operation, by some 
2.95 cents per $100.00. A price of 70 cents in- 
stead of 63.73 cents for each $100.00 of gross 
writings would have yielded a moderate profit. 
How trifling this increase would be compared 
with the necessity, the magnitude and the effi- 
ciency of the service rendered! It would be 
only 6.27 cents per $100.00 of the security fur- 
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EXPLAINS COINSURANCE 





Charles A. Sunderlin Takes Up Ques- 
tion in Lecture 





IS IN TWO PARTS 





Also Talks Upon ‘“Professionalizing the 
Insurance Business” 

Lectures of Coinsurance Valued Policies and 
Professionalizing the Fire Insurance Business 
by Charles A. Sunderlin, being lectures num- 
bers 6, 7 and 8 in the important series which 
Mr. Sunderlin is delivering, are of much in- 
terest. The Sunderlin course of lectures on the 
fire insurance contract are of much educational 
value to all engaged in the insurance business, 
and the student or agent who assimilates the 
matter contained in these forty lectures will be 
greatly benefited thereby. 

Coinsurance is one of the most important pro- 
visions of the fire insurance contract. It is 
based upon the principle of average, which has 
long been recognized in marine insurance. The 
insurer in maritime law is coinsured with the 
insurer for the proportionate amount of the total 
valuation which he fails to insure. The prin- 
ciple of insurance based upon valuation is 
strictly adhered to. This principle has been ap- 
plied to the fire insurance business. From the 
companies’ standpoint, it is not of fundamental 
importance at what percentage the coinsurance 
loss is fixed, whether 75 per cent or 80 per cent 
or 100 per cent, for in the main the total pre- 
mium incomes will be determined by a proper 
adjustment of the rates so as to produce suffi- 
cient revenues to pay the losses and expenses 
and provide adequate reserve, including a reason- 
able reward for the use of the capital invest- 
ment. 

Valued policy laws have been tried out in 
various States but such laws have always been 
regarded by underwriters as being dangerous. 
Mr. Sunderlin says that “Valued policy laws are 
fundamental principles of insurance.” To pay 
the insurer the face amount of the insurance 
policy whenever the insurer’s building is totally 
destroyed by fire, regardless of what the actual 
loss may be, is to abrogate the principle of in- 
demnity upon which the insurance base is 
founded. Not only is the rule generally ad- 
hered to in insurance to pay the insurer for the 
actual loss which he sustains, but it is a primary 
principal of the common law with the measure 
of damages is the actual loss incurred. 


The author, in his lecture on “Professionaliz- 
ing the Fire Insurance Business,” says “the fact 
that the business of fire insurance is ‘charged 
with a public interest,’ on the one hand, sub- 
jects the companies to the restraining influence 
of State authorities, but on the other, lends 
distinction to the enterprise. 








nished; an increased service and guaranty 
charge upon ownership, commerce, industry and 
credit of something over six one-hundredths of 
one per cent. It is certainly worth that to put 
a business of such magnitude and of so much 
economic importance on a self-sustaining and 
moderate profit-making basis. 
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The First Few Years Were the Hardest 


RITERS on insurance always have a 

WV great deal to say about history and 
precedent, and this is only natural since 
successful underwriting is based on records 
established by experience. History is therefore 
really an underwriter’s stock in trade. An entire 
volume could be written on the subject of the 
development of insurance company~advertising— 
the successes and failures of past years. Such 
a story would have its beginning in the early 
part of the nineteenth century but its most in- 
teresting chapters would describe the advertis- 
ing of the past twenty years, during which many 
companies have applied modern advertising 
methods to the development of their business. 
One fact stands out clearly in connection with 
the advertising done during this last score of 
years, and that is that whatever there is that 
is good in the present methods of insurance 


‘company publicity has resulted from a system 


of trial and error exactly as the correct rate is 
finally determined for some new form of in- 
surance contract. The pioneering advertising 
manager has adopted and he has discarded as 
experience has proved that his ideas have been 
right or wrong. Gradually these earnest, hard 
working men have grown in ability as the de- 
mand for insurance advertising has grown and 
as agents of the companies came to appreciate 
the importance of supplementing their personal 
efforts with printed sales messages, intelli- 
gently used. 

The advertising department in many a pro- 
gressive company home office, like Topsy, just 
grew. A typical case will illustrate the birth 
of one company’s advertising department—a de- 
partment that in time became one of the large 
publicity divisions connected with a prominent 
fire insurance organization. 

About twenty years ago an advertising man, 
struggling as editor to make a go of a new 
company magazine (sometimes called a house- 
organ), was hard put to it for things to write 
about. With the closing date drawing near he 
needed copy and needed it badly. As he was 
wondering what to do in this desperate situation 
a letter came to his desk from an agency called 
Crowe & Company, located at East Strouds- 
burg, Penna. Among other things this letter 
said, “We do not believe that any advertising 
is valuable to a fire insurance agent, except to 
let people know you are alive.” Pinned to this 
letter was a two-column advertisement clipped 
from a little news sheet put out by a local 
bank. No illustration was used and no attempt 
was made by the agency to use typographical 
layout or display of any sort. The message 
said: 

“Exclusive agency for 20 of the strongest 
fire insurance companies in the world. 

“We hold the record for the quickest and 
most liberal settlements of fire losses. 

“While the growth of our business is such 
that we have little time to solicit, we are always 
glad to welcome new customers. 


By AN ADVERTISING MANAGER 


“The best thing you can do is to join the 
great army of public and private property hold- 
ers who testify to our ability and methods. 

“The insurance districts of New York and 
Philadelphia consider Crowe & Company 
Agency the leading one in this section.” 

The editor seized upon that advertisement 
and rewrote it according to his own ideas and 
he published the original and the revision of it 
in his company’s magazine, not with any idea 
of performing an advertising service but for the 
purpose of making copy for his house organ. 

It is very doubtful whether the editor—who 
had turned advertising counselor for the mo- 
ment—or the local agent would enthuse much 
over the revision then made if the same job 
came up to-day. Here’s the advertisement as 
rewritten: 

“Exclusive representatives of the strongest 
and best insurance companies in the world, 
thereby securing for customers prompt and lib- 
eral settlement in case of loss. 

“Our entire time is devoted to the business 
placed in our hands. We are certain that should 
you join the hundreds of property owners whose 
continued and growing patronage testifies to 
our ability and methods, you will be well pleased 
with our service.” 

The only attempt at display was a couple of 
trick paragraph signs. The face of the type 
was a wee bit clearer—not much, only a little 
better than the original display before it was 
taken up for criticism. 

But—and this is the important point—that ad- 
vertisement was not re-written by an insurance 
advertising man as a bit of advertising service 
but by an editor to fill space and, as he said, 


solely for the purpose of comparison and as a 
filler. 

Agent Crowe had a saving sense of humor. 
He came back at that editor by saying, “If 
you think you are so good, write me some ads 
that are better than those I have been using.” 

Then and there an advertising department 
was born. That was the way the idea of giv- 
ing agents the benefit of carefully planned ad- 
vertising service came into the insurance busi- 
ness. Of course demands for the new kind of 
service to local agents multiplied as the agents 
came to realize that their own advertising 
capabilities were limited and that the help ob- 
tained from the advertising people back at the 
home office actually meant dollars and cents in 
their pockets and increased business in the 
long run. 

Local agents of companies that were not giv- 
ing advertising service of any sort and who saw 
some of the advertising that was being used by 
their competitors up the street began writing 
letters asking for various forms of advertis- 
ing service, and when agents want a business 
building service bad enough they usually get it. 
To-day it is hard to find a fire or casualty in- 
surance company of any importance entirely 
neglecting the advertising feature. 


Many NAMES FoR THE SAME WorkK 
Company advertising departments go by 
various names, such as “Publicity Bureau,” 
“Sales Promotion Division,” “Publication De- 
partment,” “Agency Department,” etc., but a 
spirit of helpfulness actuates the people who 
are applying the force of advertising to insur- 





YOU never have to explain to a 
client why you chose the HOME 
FIRE AND MARINE INSURANCE 
ComPANY. Nothing will ever 
occur to demand an explanation— 





ASK ANY HOME FIRE AND MARINE AGENT ANYWHERE 
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LIFE INSURANCE Co. 


CONTRACT] 


TERRITOR 
COMPANY] 


FOR GOOD MEN 


} GBRobBins, Pres. CA Svaboda; Secy 
HOME OFFICE : CEDAR RAPIDS, 1OWA 








Good territory available in Texas and 
Oklahoma to Agents who can qualify as 
to character. 


SOUTHERN UNION 


Life Insurance Co. 
of 
Fort Worth, Texas 
JAS. L. MISTROT, Pres. TOM POYNOR, V.-Pres. 
———— a ——o 


THE SIGN OF GOOD CASUALTY INSURANCE 











LIABILITY BURGLARY 

ACCIDENT CREDIT 

HEALTH BOILER 

AUTOMOBILE LANDLORDS 

TEAMS ELEVATOR 

COMPENSATION GENERAL LIABILITY 
Established 1868 





LONDON GUARANTEE £ ACCIDENT CO, Lid, “ENSLAND” 


Head Office 56 Fifth Ave., New York 
C. M. Berger, United States Manager 
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CALEDONIAN INSURANCE COMPANY 

OF SCOTLAND 

Pounded 1805 
“THE OLDEST SCOTTISH INSURANCE OFFICB”’ 
U. S. Head Office: 
855 Asylum Street Hartford, Conn. 
£.<. Coniston. U U. S. Manager 
OBT. R. CLARK, Asst. U. S. Manager. 


Equitable Life and Casualty Insurance Company 


OFFERS: The public the greatest value on the market including, Life time 
and non-cancellable features—Backed 
by a second to none elaim | paying ng reputation. 


To real fa prance high first commissions, substantial renewals and bonus. 





en a perf for district mnagaesr now in Illinois, Kentucky 
California and Colorado. 
360 North Michigan Ave., ~ Chicago, Illinois 





THE PURITAN LIFE 


of PROVIDENCE, R. I. 


Operates in just two states, Rhode Island and Con- 
necticut. Non-Participating insurance. Extra inter- 
est dividend granted under settlement options. No 
double indemnity. No monthly Income in event of 
disability. Waiver of premium only. Company’s 
practice makes new benefits retroactive for old policy- 
holders so far as possible. Agents contracts upon 
salary basis direct with company. 




















Great American 





Insurance Company 
 NewPork 


INCORPORATED - 1872 


STATEMENT JANUARY 1. 1927 


$12.500.000.00 


RESERVE FOR ALL. OTHER LIABILITIES 


23.110,445.67 


ET SUR?LUS 


17.628 138.96 
53.238,584.63 


SURPLUS FOR THE PROTECTION OF POLICY HOLDERS 


$30, 128,138.96 


LOSSES PAID POLICY HOLDERS 


$185,174,967.15 


HOME OFFICE 
ONE LIBERTY STREET, NEW YORK CITY 


WESTERN DEPARTMENT 
310 South Michigan Avenue, Chicago, II. 
GC. R. STREET, Vice-President 


PACIFIC DEPARTMENT 

233 Sansome Street, San Francisco, Cal. 
CLIFFORD CONLY, Manager. 
MARINE DEPARTMENT 


NEW YORK—Ww. H. McGee & Go., General Agents, 11 So. William Street 
SAN FRANCISCO—George L. West, Manager, 233 Sansome Street 
CHICAGO—Wwm. H. McGee & Co., Gen’! Agts., Insurance Exchange Bldg. 


AGENCIES THROUGHOUT THE UNITED STATES AND CANADA 

















We have something to Offer in the way 
of a general agency that is very attractive 
to find with an old, conservative life com- 
pany. It will pay anyone interested to in- 


vestigate. All communications confidential. 


Address Box 54, THE SPECTATOR, 
135 William Street, New York. 
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ance regardless of the terminology used on the 
letterhead. 

The problem of organizing these advertising 
departments was complicated by the fact that 
in the beginning no trained men were available. 
There were trained advertising men—looking for 
good jobs—to be sure but most of them were 
brought up and trained to the task of adver- 
tising shoes or soaps or sealing wax or some 
specific product. Advertising a commodity is 
very different from the advertising of such an 
intangible thing as insurance protection, and in 
addition there are various selling features of 
the insurance business that present unusual 
problems to advertising men. 

For the most part the new crop of insurance 
company advertising managers made their own 
jobs. They came into the business and have 
learned to adapt their abilities to its complex 
needs. As these advertising men have grown, 
they have improved in craftsmanship, and, 
goaded by their individual pride and ambition, 
they have increased the value of the service 
they have to offer to the agents of the com- 
panies they serve. 

The struggles that each new company ad- 
vertising department has gone through have 
been about the same. Certain phases of devel- 
opment are common to them all, particularly 
those organized during the last four or five 
years, 

Usually the first influence leading to the or- 
ganization of an advertising department is the 
demand of the local agents for helpful service. 
In the case of the editor whose need of copy 
led to the idea of an advertising service to 
agents the idea spread rapidly; rapidly for a 
service so revolutionary in its nature in a busi- 
ness that makes conservatism a virtue. By the 
end of the World War thousands of the agents 
of the leading companies had learned something 
about company advertising service, and thou- 
sands of other agents were asking their com- 
panies, “Why can't we get the same service the 
other fellows get?” 

There is an economic side to this develop- 
ment of agency advertising service that the 
agents themselves do not always appreciate in 
spite of the fact that they have been quick to 
learn that turning to a company for advertis- 
ing service has saved them time and money. 

“Why spend our time writing inferior cir- 
culars, form letters and newspaper copy, when 
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a letter to our advertising department will bring 
this service to us while we are out soliciting 
business?” ‘This in substance has been the re- 
mark made by many an agent to himself or to 
his busy partner. And as this idea has grown 
the company advertising man has had more 
work cut out for him. It is good business for 
a company to encourage its agents to turn to 
its advertising department for help, for time 
and the ability to sell insurance are the agent’s 
stock in trade. If an agent can by the simple 
process of writing a letter get a good series of 
advertisements: for his local newspaper all laid 
out and illustrated and ready to be turned over 
to the publication, he can certainly use his own 
time far more profitably in his office or out on 
the street getting business. 

Not only did the advent of the company ad- 
vertising man save hundreds of agents time and 
money, but the quality of the advertising so 
produced has without question been a great 
improvement over the general run of advertis- 
ing issued by local agents unaided. 

Advertising agencies, those highly special- 
ized firms who make a business of developing 
and handling the advertising of big concerns, 
particularly the advertising of companies that 
use so-called national advertising in the maga- 
zines, have recently seen in insurance an 
extremely promising field for development. 
Their salesmen have done much to keep the 
interest of executives alive to the broad sub- 
ject of national advertising and the agency 
executives have studied the subject of insur- 
ance from every angle. These efforts are still 
continuing and probably the future will see them 
intensified, but a wonderful start has been made 
and the hardest years in insurance advertising 
are now, fortunately, past; the most promising 
years of carefully planned, carefully conducted 
insurance advertising are now, fortunately, in 
the days to come. 


Proclaims Fire Prevention Week 


Curcaco, Itt., September 20.—Governor Len 
Small of Illinois has formally proclaimed the 
week of October 9 to 15 as Fire Prevention 
Week. He urges the public officials, citizens 
and schools to co-operate to reduce the unneces- 
sary and careless fire waste. : 


The Insurance Year Book for 1927-1928 
(Concluded from page 9) 

FirE AND MaRINE INSURANCE COMPANIES 

Capital (American companies), $278,497,522 ; 
assets (American stock and mutual companies, 
United States branches of foreign companies 
and Reciprocals and Lloyds), $2,309,267,754; 
surplus, $766,683,642; net -premiums, $1,156,- 
260,562; total income, $1,277,484,597; losses 
paid, $603,507,179; dividends (American com- 
panies, including mutuals), $98,950,770; ex- 
penses, $462,748,222; total expenditures, $1,- 
165,206,171. 


Stock CASUALTY, SURETY AND MISCELLANEOUS 
INSURANCE COMPANIES 

Number of companies 319. Capital, $186,- 
265,443; assets, $2,173,150,988; surplus to pol- 
icyholders, $411,807,448; premium receipts, 
$764,357,136; total income, $827,911,160; pay- 
ments to policyholders, $387,311,121; dividends 
to stockholders, $24,623,101 ; total disbursements, 
$729,229,811. 


Mutua. CASUALTY AND MISCELLANEOUS ComM- 
PANIES AND RECIPROCALS 

Number of companies and organizations 310. 
Assets, $172,734,923; surplus to policyholders, 
$71,392,663; premium receipts, $135,834,011; 
total income, $146,554,105; losses, payments to 
policyholders, $72,581,914; total expenditures, 
$123,533,964. 


ASSOCIATIONS 

MutuaL ACCIDENT AND SICK BENEFIT 

Assessments and annual dues, $44,901,171; 
total income, $48,720,446; paid to policyhold- 
ers, $26,408,319; total disbursements, $43,424,- 
278; assets, $44,243,629; number of certificates 
written, 807,722; number of certificates in 
force, 644,782; total payments to policyholders, 
$2,597,365,177. 


ASSETS AND PREMIUMS, ALL CLASSES 
Total assets, all classes of companies, as 
shown above, $18,338,362,965; total premiums, 
$4,932,015,724. 


Joins Hamilton & Wade, Inc. 
Harry S. Johnson has been elected vice-pres- 
ident and director of Hamilton & Wade, Inc., 
a well-konwn New York brokerage house. 
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Organized 1859 


NATIONAL LIBERTY 


INSURANCE COMPANY OF AMERICA 


Head Office: 709 Sixth Avenue, New York 
r Losses paid since organization over 65 millions. 
DISTINCTIVE AGENCY SERVICE IS MAKING THE NATIONAL 
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NOW READY 


THE INSURANCE YEAR BOOK 


SERVICE for 1927—1928 


FIFTY-FIFTH ANNUAL ISSUE 


F°® over half a century The Insurance Year Book has been relied 

upon as an accurate and comprehensive source of information, and 
has been and is justly regarded as the greatest encyclopedia of insurance 
statistics in the world. With the continued annual expansion in all 
branches of the insurance business, The Insurance Year Book has grown 
from one small volume until it is now published in 





Three Volumes, Comprising Some 4,000 Pages 
devoted respectively to LIFE INSURANCE, FIRE AND MARINE 


INSURANCE and CASUALTY, SURETY and MISCELLANEOUS 
INSURANCE 


In addition to the standard statistical history a prose history of 
each company from organization to date is given, including capital 
changes, surplus contributions, dividends, changes in control, changes 
in plan, kinds of policies written, etc. 


EACH VOLUME IS COMPLETE IN ITSELF 
BRIEF OUTLINE OF CONTENTS 





LIFE VOLUME 


(Subscribers are also entitled 
to Special Confidential Reports) 


Reports of Life Insurance Companies 
—Historical Data. 


Statutory Requirements. 
Statistical History. 


Compendium of Official Life Insur- 
ance Reports. 


Statistics of Foreign Companies. 

Canadian Department. 

Business by States. 

Stipulated Premium, Assessment and 
Fraternal Insurance. 

Directory of Insurance Agents, Law- 
yers and Medical Examiners. 


Life Insurance Volume...... 
(Including Special Confidential Reports) 

Casualty, Surety and Miscellaneous In- 

surance Volume............ 

(Including Bulletins and Special Confidential Reports) 





CASUALTY, SURETY AND MIS- 
CELLANEOUS VOLUME 


(Subscribers are also entitied to Bulletins 
and Special Confidential Reports) 


Reports of Casualty, Surety and 
Miscellaneous Insurance Com- 
panies—Historical Data. 

Statutory Requirements. 

Statistical Tables. 

Classified Premiums, 
Expenses. 

Business by States. 

Liability and Workmen’s Compensa- 
tion Insurance Laws and Siatistics. 

Premiums, Losses, Commissions and 
Expenses by Classes for Five 
Years. 

Directory of Insurance Agents, Law- 
yers and Medical Examiners. 


Losses and 





FIRE AND MARINE VOLUME 


(Subscribers are also entitied to Bulletins 
and Special Confidential Reports) 


Reports of Fire Insurance Companies 
—Historical Data. 

Short Rate Tables. 

Statistics of Fire Insurance Business. 

Classification of Premiums and Losses. 

Retired Companies. 

Underwriters’ Organizations. 

Foreign Insurance Companies. 

Marine Insurance Data. 

Fire Departments and Water Supply. 
(in towns of 2,000 or more population) 
Directory of Insurance Agents, Law- 

yers and Adjusters. 


PRICES: 
pies a wa eee $20 Fire and Marine Insurance Volume...........$20 
(Including Bulletins and Special Confidential Reports) 
Either Two Volumes, ordered together.... _.. 35 
ential Reports) All Three Volumes, ordered together.......... 50 


Sent postpaid to any address in the United States, or any country in the Postal Union (except Great Britain), on receipt 


of price; to other countries, extra cost of postage added. Customs cbarges added. 


THE SPECTATOR COMPANY 


INSURANCE EXCHANGE 
CHICAGO 


PUBLISHERS 


135 WILLIAM STREET 
NEW YORK 
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FIRE INSURANCE 
MONTHLY BULLETIN 


THE SPECTATOR COMPANY 


RESEARCH BUREAU OF INSURANCE 














Also issued as a part of The Insurance Year Book Service, which includes the privilege 
of obtaining special reports during the year 
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A STUDY OF AUTOMOBILE INSURANCE STATISTICS 


Premium Volume Reaches One Million Dollars Per Day—Only 
Fifty Per Cent of Cars Insured—Liability Leads in 
Casualty Lines and Theft in Fire Field 


Data from the Bureau of Census of the 
United States Government indicate that the mo- 
tor vehicle industry is the leading one in the 
United States. The value of motor vehicles 
produced in 1923 was $3,163,328,000. It is fair 
to assume that the value in 1926 was close to 
$5,000,000,000. Naturally, no other industry 
approaches it in rate of growth. At the end of 
1922 the Census is authority for the statement 
that over $4,500,000,000 of the national wealth 
of the United States is represented by motor 
vehicles. Since that time the wholesale value 
of production has amounted to over $11,000,- 
000,000, and it seems not amiss to say that the 
automobiles have now an aggregate value of 
around $8,000,000,000. While this estimate tends 
perhaps to a lower valuation than is actually the 
case, it is nevertheless an impressive indication 
of the enormous depreciation -in automobile 
values from year to year. 

In the insurance business, as in general in- 
dustry, a marvelous rate of growth has been 
made by automobile insurance, and we find that 
the total premiums directly traceable to the 
automobile in 1926 were $359,820,112, prac- 
ticably $1,000,000 a day. While in the past 
twenty years insurance in the aggregate has 
shown stupendous increases, with the insurance 
idea sold so thoroughly that at least nine in every 
ten of the entire population are covered or have 
an interest in some form of policy, the curve 
of increase for automobile insurance in a graph 
of all insurance growth would be sharper in its 
upper trend than that of any other. Generically, 
the insurance covering automobiles is classed as 
motor vehicle insurance but is subdivided into 
five major classes—automobile collision, auto- 
mobile property damage, automobile theft, auto- 
mobile fire, and automobile liability. There are 
as well, of lesser importance, automobile tor- 
nado, automobile plate-glass and avtomobile 
bonding coverages. Despite this growth, sta- 
tistics given herewith indicate that only fifty 





per cent of the total automobile valuations is 
covered by insurance against fire. As this is 
the most common form sold there is thus shown 
a wonderful field for the American agent to 
double his income by,a more thorough selling 
campaign. cs 

In general practice, casualty insurance com- 
panies exclusively write automobile liability in- 
surance. Automobile fire and automobile theft 
insurance is confined to the fire insurance com- 
panies. Both fire and casualty companies do 
automobile collision and automobile property 
damage. Of the aggregate $360,000,000 pre- 
miums in 1926, casualty companies received 
$235,434,358 in premiums, or about two-thirds 
of the entire automobile insurance business: 
They paid in losses during 1926, $124,515,594 
for a loss ratio of 52.9 per cent. By far thé 
leading class for this group of companies, both 
in point of volume and results achieved, was 
liability, in which class the total premium vol- 
ume amounted to $159,961,183, with losses of 
$82,308,989 and a loss ratio of 51.4 per cent. 
Property damage insurance had a premium vol- 
ume of $59,142,167, upon which losses paid were 
$31,621,587, and the loss raio was 53.5 per 
cent. The third class, transacted by casualty 
companies, was collision insurance, with a pre- 
mium income in 1926 of $16,331,008 and loss 
payments of $10,585,018, or 64.8 per cent of the 
premium income. It will be noted that 67.9 per 
cent of the automobile insurance transacted by 
casualty companies was liability insurance, while 
25.1 per cent was property damage and 7.0 per 
cent was collision insurance. It is also of in- 
terest to know that 26.2 per cent of the entire 
premium volume of stock, mutual and reciprocal 
casualty organizations, amounting to $898,191,- 
147, was automobile insurance. 

Owing to the fact that the convention blank 
doesn’t call for an analysis of motor vehicle 
insurance from fire insurance companies, the 
information as to its different classes is not as 
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definite for fire insurance as it is for casualty 
insurance companies. oo after careful in- 
vestigation, reliable estffhates based upon the re- 
sults of about 25 p@r cent of the entire volume 
have been made and are herewith submitted. 
The total volume of motor vehicle insurance 
transacted by stock, mutual and reciprocal fire 
insurance companies amounted in 1926 to 
$124,385,754 in premiums. Their losses paid 
were $61,990,817, while the loss ratio was 49.9 
per cent. The largest premium volume was 
obtained from theft insurance, and amounted to 
$54,978,283. The losses paid in this class were 
$27,684,804, with a loss ratio of 50.3 per cent. 
Second in importance were the fire premiums 
collected, amounting to $47,639,944, against 
which losses were $20,580,156, for a loss ratio 
of 43.2 per cent. Collision insurance brought 
a premium income of $18,409,112; losses of 
$11,929,105, and a loss ratio of 64.8 per cent. 
Property damage premium receipts a 
$3,358,415. Losses in this class paid we 
$1,796,752, and the loss ratio was 53.5 per cent. 
Distribution as between the various classes in- 
dicates that 44.2 per cent of the automobile pre- 
miums collected by fire companies may be allo- 
cated to theft insurance; 38.3 per cent to fire 
insurance; 14.9 per cent to collision insurance, 
and 2.6 per cent to property damage insurance. 
A check-off of these propertions with other 
sources of information @étermines ir ap- 
proximate correctness. In E sablishidie col- 
lision and property ratios for the fire insurance 
companies, it was found that the loss ratios of 
the companies whose information was available 
so nearly paralleled that of the loss ratio of the 
casualty companies operating in similar terri- 
tory as to make it advisable to use the loss ratio 
of these companies. 

The total premium income of 981 stock and 
mutual fire insurance companies and reciprocals 
and Lloyds, as shown by The Insurance Year 

(Continued on page 25) 
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The 40 lectures by Mr. Sunderlin constitute a distinctly valuable contribution to the literature of fire 
insurance, and will be of genuine service to executives; underwriters; adjusters; general, special and local 
agents; insurance brokers, lawyers and the public. 

' By studying these lectures, managers, agents, brokers and other students can gain a clearer under- 
Standing of the provisions of the fire insurance contract, thus fitting themselves the better for the intelligent 
handling of their business. 


+ 
THE SERIES OF 40 LECTURES EMBRACES THE FOLLOWING TITLES: 


The Policy Contract—General Chattel Mortgage Clause 
Insurable Interest Fallen Building Clause 
Public Relations Negligence 
State Regulation or The Police Power Cancellation 
Cooperation and State Supervision Risks and Causes of Losses 
Co-Insurance Duty of Insured in Case of Loss 
Valued Policies Ascertainment and Amount of Loss 
Professidhalizing the Fire Insurance Business Options of the Company in Case of Loss 
Construction and Operation of the Policy- Apportionment of Loss 
Contract _ Loss—When Payable—Non-Waiver by Ap- 
The Fire Insurance Rate ie) praisal or Examination 
Fire Insurance Reserve ‘” Adjustments 
Valued Policies Subrogation 
Agency and Brokerage Insurer’s Liability 
Premiums Mortgagee Interests 
Fire Prevention Earthquake Clauses 
Estoppel, Waiver or Ratification Use and Occupancy—Profits and Commis- 
Property and Hazards Not Covered sions—Rents and Leaseholds 
Concealment, Misrepresentations Floating, Excess and General Cover Contracts 
Warranties Miscellaneous Forms 
Matters Voiding Policy Endorsements 
Matters Suspending Insurance Reinsurance 





JUST PUBLISHED 


&. Lecture upon Co-operation and State Supervision—a comprehens- 
3 ive and valuable treatise upon the relations between fire insurance 
companies and State authorities. 


LECTURES NOW READY 


1—The Policy Contract—General 
2—Insurable Interest 
3—Public Relations 
4—State Regulation or The Police Power 
5—Co-operation and State Supervision 
9—Construction and Operation of The Policy-Contract 
13—Premiums 
34—Mortgagee Interests 











y iS 
al A number of the lectures have already been delivered and printed in pamphlet 
form, and the others are to be delivered at regular and short intervals. 
PRICES 
| Single copy of one lecture, $1.00 Set of 40 lectures, $30.00 
| Liberal Discounts Granted Purchasers of Large Supplies of Sets or of Single Lectures 
| THE SPECTATOR COMPANY 


CHICAGO Sole Selling Agents NEW YORK 
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ECONOMY FIRE INSURANCE COMPANY 
Washington, D. C. 

Roy A. Haynes Leads New Company 

The Economy Fire Insurance Company is 
being formed with an authorized capital of 
$2,000,000 and an equal amount of surplus. The 
company is being chartered in Maryland but 
will have its home office in Washington, D. C. 
Major Roy A. Haynes, former Federal Pro- 
hibition commissioner, has been named presi- 
dent of the new company. 

The company plans to write business with- 
out benefit of agents and accept only preferred 
risks. Details as to directors and officers are 
not available at this time. 


HOMSTEAD FIRE INSURANCE 
COMPANY 
Baltimore, Md. 

Directors Recommend Capital 

Stockholders of the Homestead Fire Insur- 
ance Company of Baltimore, Md., will meet 
October 5 to act upon the recent recommenda- 
tion of the board of directors to increase the 
capital stock of the company from $250,000 to 
$500,000. This increase will be accomplished 
by the issuance of 25,000 new shares of stock 
with a par value of $10 each, to be subscribed 
and paid at $20 each. Thus $250,000 additional 
surplus will be provided for also. 

Stockholders of record of November 15 will 
be entitled to subscribe for one share of the 
new stock for each share held by them at that 
date. The new stock is to be paid for in full 
on January 3, 1928. 

The announcement of this increase along with 
a similar action on the part of the New Bruns- 
wick Fire, noted in this issue of the Fire In- 
surance Monthly Bulletin, indicates a desire on 
the part of the Home fleet to present a formid- 
able front as regards resources. The Harmonia 
Fire increased its capital last year and the 
line-up of the Home fleet now shows every com- 
pany with a capital of at least $500,000. 


Increase 


NATIONAL UNION FIRE INSURANCE 


COMPANY 
Pittsburgh, Penna. 
$500,000 Capital Increase Planned 

The National Union Fire Insurance Com- 
pany of Pittsburgh, Pa., is going to increase 
its capital from $350,000 to $4,000,000. The in- 
crease will be achieved by the issuance of 500 
shares, par value $100 each, at $200 per share. 
Each present shareholder is entitled to sub- 
scribe for one share of the new issue for each 
seven shares now held, provided he does so 
before October 1. The new stock is to be paid 
for by November 1. 


NEW BRUNSWICK FIRE INSURANCE 
COMPANY 
New Brunswick, N. J. 
Will Increase Capital Up to Authorized 
Figure 

At a recent meeting of the board of directors 
of the New Brunswick Fire Insurance Com- 
pany of New Brunswick, N. J., a member of 
the Home fleet, it was voted to add $700,000 to 
capital stock and $1.050,000 to the company’s 
surplus. The authorized capital stock of the 
New Brunswick is $1,000,000, consisting of 
100,000 shares with a par value of $10, but 
only $300,000 of this stock has been outstanding 
up to the present time. 

The remaining 70,000 shares of the company 
will be issued at not less than $25 each, thereby 
providing $1,050,000 more surplus in addition 
to the capital increase of $700,000. Stockhold- 
ers of record as of September 15 of this year 
will be given the privilege of subscribing for 
two and one-third shares of the new stock at 
$25 a share for every share of stock now held 
by them, the privilege to expire if not exercised 
on or before November 15 of this year. Frac- 
tional shares will not be issued, but the privi- 
leges of selling, purchasing and acquiring war- 
rants for fractional shares from stockholders 
of record for the purpose of acquiring a unit to 
the right to subscribe to one share will be per- 
mitted. 

The company is authorized to sell all shares 
not taken by stockholders at not less than $25 
a share. Warrants giving stockholders the right 
to subscribe to the new stock in amounts pro- 
rated to their present holdings will be issued 
soon, and must be executed and returned to the 
company’s offices on or before 3 F. M., No- 
vember 15, with payment in full at $25 a share. 

The New Brunswick Fire Insurance Company 
was purchased by the Home Insurance Com- 
pany of New York a short time ago. That it 
should jack up its capital to the authorized fig- 
ure after becoming a member of the Home fleet 
is in line with recent moves of the Harmonia 
Fire and the Homestead Fire, both members of 
the Home fleet. 


REINSURANCE CORPORATION OF 
AMERICA 
New York, N. Y. 

Fire Reinsurance Company Planned 

The Reinsurance Corporation of America is 
being organized in New York for the purpose 
of doing a fire reinsurance business. The 
American Phenix Corporation, which is licensed 
in Connecticut is holding the stock and the 
company will have $1,500,000 of capital. 

Horace Wemple, identified with the Ameri- 
can Phenix Corporation, will be manager of 
the new corporation and William Wemple is to 
be chairman of, the executive committee. W. 
W. Townsend & Company of New York, and 
Fuller, Richter, Aldridge & Company of Hart- 
ford, are interested in the financing. 
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SAVANNAH FIRE INSURANCE 
COMPANY 
Charleston, S. C. 
Purchase of Stock Does Not Affect Man-= 
agement 


Though the sale, as of August 1, of the stock 
of the Savannah Fire Insurance Company of 
Charleston, S. C., to a small group of men 
prominent in financial and business circles of 
that locality, will result in a few changes on 
the board of directors, the management and 
policy of the company will continue as hereto- 
fore, the Fire Insurance Monthly Bulletin has 
been advised by Dillard B. Sewell, president of 
the company. 

The Savannah Fire is operated, and will 
continue to be operated, in conjunction with the 
Southern Home Fire, of which Mr. Sewell is 
also president. The Southern Home, however, 
will no longer retain any interest, either directly 
or indirectly, in the ownership of the Savannah. 

President Sewell says that the only extension 
of territory planned for the immediate future 
by the Savannah Fire is the entrance of the 
company into the State of Tennessee, where 
they have taken over the business of the. Ten- 
nessee Insurance Company of Chattanooga. In 
order to to take care of this business the new 
stockholders have agreed to pay into the surplus 
of the company $60,000, but there will be no 
increase in capital at this time. This payment 
will be made during the present month, and will 
give the company a surplus to policyholders of 
approximately $350,000, as compared with $280,- 
000, January 1, 1927. 

The Savannah Fire Insurance Company was 
organized in 1911 and has made commendable 
progress from year to year. 


STATE MUTUAL FIRE ASSOCIATION 
Little Rock, Ark. 
Placed in Receiver’s Hands 


Following the revocation of the license of the 
State Mutual Fire Association of Little Rock, 
Ark., as noted in the August issue of the Fire 
Insurance Monthly Bulletin, the association has 
been placed in the hands of a receiver. D. K. 
Hawthorne has been appointed receiver by order 
of Judge Mann of the Second Division District 
Court, on petition of Attorney General W. H. 
Applegate. The petition states that the asso- 
ciation is mismanaged and insolvent and has re- 
fused to obey orders and instructions of the 
State Department. The court order enjoins the 
officials of the association from proceeding with 
business. 


VIRGINIA FIRE AND MARINE INSUR- 
ANCE COMPANY 
Richmond, Va. 
Will Open Pacific Coast Department 
Of considerable interest is the announcement 
of Frederick E. Nolting, president of the Vir- 
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ginia Fire and Marine Insurance Company of tary. 


Richmond, to the effect that the company will 
establish a department on the Pacific Coast. 
This means an extension of the operations of 
the Virginia Fire and Marine to eight new 
States, British Columbia, Alaska and Hawaii. 
Pacific Coast headquarters will be established 
at San Francisco with Harry L. Simpson in 
charge. Mr. Simpson is Pacific Coast man- 
ager of the Connecticut Fire Insurance Com- 
pany and the Westchester Fire Insurance Com- 
pany. 

Idaho, Utah, Montana, Nevada, Arizona, 
California and Washington are the new States 
to be entered by the Virginia Fire and Marine, 
in addition to British Columbia and the terri- 
tories above named. The company has only re- 
cently extended its operations to West Vir- 
ginia and Maryland and appears to be active on 
a well defined policy of enlargement. 


PIONEER FIRE INSURANCE COMPANY 
OF AMERICA 
Chicago, III. 

Examination by the Insurance Department 
of Illinois, as of June 30, 1927, Pre- 
sented Here in Part 

Springfield, Ill., July 19, 1927. 
Honorable H. U. Bailey, 
Director, Dept. of Trade and Commerce, 
Honorable George Huskinson, 
Superintendent, Division of Insurance, 
Springfield, Il. 
Sirs: 

Pursuant to your instructions and warrant 
hereto attached we, the undersigned examiners, 
W. Rufus Kendall, R. H. Hotaling, W. E. 
Cable and Richard Cass, desire to advise you 
that we have made an examination of the 
Pioneer Fire Insurance Company of America, 
located at its home office at 29 South La Salle 
street, in the City of Chicago, State of Illinois. 

The examination covered the period from date 
of the last examination, which was, as of July 
31, 1926, down to and including June 30, 1927. 
The examination consisted of checking all of 
the items of income and disbursements, examin- 
ing all securities and claims, verifying the cash 
of the company, both in the bank and at its 
home office, verifying the annual statement for 
the year ending December 31, 1926, together 
with the careful examination of all of the 
business transactions of the company, including 
a detailed examination of its minute books and 
records. 


ORGANIZATION 

The company was incorporated under the 
laws of the State of Illinois in 1915, and began 
the transaction of business during the month 
of February in 1918. It was incorporated and 
licensed under an act entitled: 

“An act to incorporate and to govern fire, 
marine and inland navigation insurance compa- 
nies doing business in the State of Illinois.” 
(Approved March 11, 1869, and all amendments 
thereto. ) 

The company has a capital stock of $100,000, 
the same consisting of 5000 shares at a par value 
of $20.00 per share. The by-laws of the com- 
pany provide for the following officers: Presi- 
dent, two vice-presidents, treasurer and secre- 
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These officers are elected by the board 
of directors and the officers in charge of the 
company, as of June 30, 1927, were as fol- 
lows: 

President, Frank J. Palt; vice-president, A. 
J. Wlodarski; vice-president, S. M. Kaczmarek; 
treasurer, V. W. Rutkauskas; secretary, John 
B. Brenza. 

The directors at the same time were as fol- 
lows: 

Frank J. Palt, A. J. Wlodarski, S. S. Tyra- 
kowski, John W. Zach, John B. Brenza, V. 
Duzewski, V. W. Rutkauskas, B. J. Zintak, S. 
M. Kaezmarek. 

The following officers and employees are 
bonded for the amounts as hereinafter set op- 
posite their names: Austin J. O’Malley, $1000; 
J. J. McKay, $1,000; Vincent W. Rutkauskas, 
$15,000. 

The bonds are written in the Mutual Casualty 
Insurance Company of New York, a reputable 
company authorized and licensed to write busi- 
ness in this State. 

At the present time the company is operating 
in Illinois alone. 

From the examination and investigation made 
of the company, the following statement is here- 
with sumbmitted as of June 30, 1927: 


STATEMENT 
June 30, 1927 


Balance December 31, 1926................ $238,351 
INCOME 
Premiums written: 
Ree $92,465 
NS 3055 BBN ees 3,740 
MMIORE So Dice's Seas e arent $96,205 
Deduct: 
Re-insurance................. $43,046 
Return Premium............. 17,349 
Total Deductions......... 60,395 
Net Premium Income..................... $35,810 
Gross Interest on Mortgages, less 
$95.91 paid for accrued interest . 3,120 
Gross Interest on Bonds less 
$135.53 accrued interest....... 1,189 
Interest on Bank Balances....... 225 
Total Interest received (Net). 4,535 
SEORO IONE RIED 655 co: 5 558 ce canes tees 6,000 
Profit on Sale on Bonds................... 250 
en OEE ee ere 60 
Re-Insurance Commissions................ 16,876 
63,532 
Ce tees 
PN as SaRicS aris a kaees Skgeee ae ee $301,884 
DISBURSEMENTS 
Losses paid 
RR Ie ee ee rrr ee $18,794 
EAMMROD: & ois osc be ew eas see 1,648 
Total Losses paid........ $20,442 
Deduct: 
Re-Insurance received..............-05- 17,888 
PUOt TES DONE oF 5 iin ewe os cede $2,553 
Adjustment expense............ 1,066 
Deduct amount received from re- 
insuring companies............ 1,079 
12 
Agents’ COMMISSIONS... 6... cc cceccccsece 19,942 
PN IIS ooh orn he Sch che cis MR Dae 308 
Salaries of officers, directors, and employees. . 7,493 
i M4 SRG SRG ie Gg ae a ape ee 1;415 
DEUS CORDCCRIONIB. 5. Gros cekis Soe wes on 352 
Inspection, underwriting boards............ 767 
Insurance Department licenses and fees... .. 11 
Fire Department and Marshal Tax......... 178 
Fire Patrol and Salvage Corp. Tax......... 1,031 
Bo ge: |. ee ee ek, ae eee ree 73 
Postage, telephone and telegraph........... 676 
eenl mrad Gee, 2 ok cc 5 ris eo wakes os 205 
Advertising and subscriptions.............. 771 
Printing and stationery. .: 2. i... ec ice eee 2,260 
Datacellanecs Pemerah. «okie cc k ccc cece 164 
Interest paid on borrowed money........... 7g 
NN oo 65 Bras hn 0 Keds es oS ws 7,500 
By decrease in re-insurance liabilitits...... 15,337 
Total Disbursements................ $61,108 


ee. SP Ree ae toe ee ee $240,775 


ASSETS 


Dees WN es 2 eek rhc a cueuenva« $112,150 
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es TE WHINE) 5... sos «koe a weeds bane en 47,490 
OO REAR SAP ora mrene remy ob te Sh : 1,200 
OS. ai 0:4 vib ene bad 4 Reais katee 10 
NE Sere Rise ete may 10 
Cash in banks on interest................. 21,256 
Agents’ balances less than 90 days 
IS ER FOE OEE $24,709 
Agents’ balances over 90 days due. 8,10 
Total agents’ balances...... 32,815 
Cook County Department (brokerage)...... 3,998 
POrittee God GROVES «v5 csc osc de eaten 3,075 
Re do's bra 5 a. 0-0: cele Bb old Del Cees Rah Ses.o os 3,349 
| SOO ere Pee ee ry ae eee 394 
INGUCE DORMEVNDNE oi. 55.d5 oS cuisine PEGA E Os 14,422 
Total Ledger Anette. 6.5.05 cic. seven e's 240,775 
NON-LEDGER ASSETS 
Interest due and accrued on mortgages...... 2,341 
Interest due and accrued on bonds......... 911 
Re-Insurance recoverable on paid losses..... 1,677 
Total Non-Ledger Assets............ 4,929 


RO RON es ia ached taeea cow $245,705 


ASSETS NOT ADMITTED 


Agents’ balances over 90 days due.......... $8,106 
Cook County Dept. (Brokerage)........... 3,998 
Heristure GG TECUINS . oo bo oes co eeewikec es 3,075 
Se eee re ren ei ee ee 3,349 
pS ee, eee re re rie here 943 
Re-Insurance on paid losses due from Mar- 
quette National Fire, Inc. Co............ 1,508 
OCI Sok oi PRE Ree veowielg wb ol $20,981 
Total Admitted Assets.............. $224,723 
LIABILITIES 
RMA NOMOOS 5. 5co: 5 Se oecalno B iE Ogle ns caw oles $16,537 
Sides CO ARUUEOR. 5 ci ciic ccs spe omcas eclocayes 16,034 
DHet tipigeitl 1GUNEE. o 5. 6 ooi6aid soci. ccthe cies 5N2 
Adjustment on unpaid losses............... 103 
Reserve for unearned premium............. 103,960 
Unpaid salaries and expenses............-.- 200 
NS IN nooo gb ares ac gare ane.e's eee wie 6,052 
Due for taxes (estimated)................. A 
TES Ce FOAMING. 50's: 5.n os eis. 0.0.0 <0 nh ores 3,764 
tnd Thahees 6.5 a js:00r3 0 doer ses $115,667 
Ceeet Ol SRE os sais ia sie. 5 bess 100,000 
PENS asic Gide Eevee Coes 9,05 
Surplus as regards policyholders............ 109,055 
OE 5c cca scene nese ness kareee $224,723 


ASSETS 


The assets of the company are made up of 
mortgage loans, bonds, stocks cash in office, 
cash in banks, agents’ balances, brokerage due, 
furniture and fixtures, maps, automobile and 
notes receivable. 


Mortgage Loans.—The mortgage loans 
amounted to $112,150.00 and were made on 
property located in Cook County. Mortgage 
notes, trust deeds or mortgages, appraisals, title 
guarantee policies, and fire insurance policies 
were examined in connection with making the 
examination of the securities, and they were all 
found to be in first-class condition and well 
kept. All papers were apparently properly 
drawn, the mortgages and trust deeds had been 
recorded, all of the premises carried fire insur- 
ance policies of a sufficient amount to pro- 
tect the building on the premises against fire 
or windstorm, and the appraisals in each 
instance were worth at least twice the amount 
of the loan made on the property. 


3onds.—The bonds owned by the company 
amounted to $47,490.00 (book value), and con- 
sisted of high-class municipal, school district 
and building bonds. In arriving at the value 
of the bonds, your examiners used Scudder’s 
Book of Valuations for the year 1926, and such 
other information as they were able to obtain 
from various investment houses relative to their 
value. 


Stocks.—The stocks owned by the company 
amounted to $1200.00 and consisted of twelve 
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shares of paid-up stock of the Marquette Park 
Building and Loan Association. Your examiners 
upon investigation found this stock to be high 
class and worth the amount at which it was 
carried on the books of the company, but upon 
their suggestion the company agreed to dispose 
of the same at once, inasmuch as in the opinion 
of your examiners they cannot carry it as an 
asset. 

Cash in Office—The cash in office amounted 
to $10.32 and was a petty cash fund used for 
the ordinary disbursements in the office, being 
replenished from time to time as the same be- 
came exhausted. This account was also checked 
out and the amount verified by the examiners. 

Cash in Banks.—The cash in banks amounted 
to $21,320.73, of which amount $21,256.66 was 
bearing interest. The remaining $64.07 being 
the amount in their checking account. This 
was verified in the usual manner, that is, by 
obtaining from the various banks in which the 
company had money deposited, certificates show- 
ing the amount to the balance of the company, 
as of June 30, 1927, after deducting the amount 
of the outstanding checks and taking into con- 
sideration the amount of money in transit, the 
total amount agreed with the ledger balance of 
the company. The banks and amounts were as 
follows: 


Midland National Bank of Chicago........ $1,010.00 
Alliance National Bank... ...06cccscsstioss 1,590.83 
Tiveseeees SORE. Mans soc 36 6:5 6iee sets Se cese 3,435.97 
PR a | eee or ee ere 1,593.97 
Central Manufacturing District Bank..... 1,516.80 
Cimieereek Siete Gs cic! ardsn de asiniciey 1,185.57 
Papanek-Kovak State Bank.............-. 4,014.97 
Boulevard State Savings Bank........... 3,064.15 
Metropolitan State Bank................+ 10,227.50 
Peoples Trust Bank of Elmhurst......... % 3,854.58 


Agents’ Balances.—The agents’ balances of 
the company amounted to $32,815.69, of which 
amount $27,709.18 was less than ninety days 
old, and $8,106.51 being more than ninety days 
old, which latter amount is later deducted as an 
asset not admitted. 

Brokerage amounting to $3998.34, furniture 
and fixtures amounting to $3075.88, maps 
amounting to $3349.36, and auto amounting to 
$943.53 have been deducted as assets not ad- 
mitted. 

Notes Receivable—This item amounts to 
$14,422.70, and consists of notes given by vari- 
ous officers of the company to the company, 
which were put up in the form of an advance, 
and is accrued by the following collateral. 
Sixty shares of Metropolitan State Bank stock, 
twenty shares Central Manufacturing Bank 
stock, and a mortgage on property located in 
the county of Cook, and State of Illinois, 
which in the opinion of your examiners is amply 
sufficient to protect the loan. 

In making the examination of the securities, 
notes, etc., belonging to the company, we found 
that there was no past due interest or prin- 
cipal on any of its securities and that there was 
only one mortgage in process of forclosure. 

Non-Ledger Assets——The non-ledger assets 
were made up of interest due and accrued on 
mortgages and bonds and reinsurance receivable 
on paid losses. The interest due and accrued 
on mortgages and bonds amounts to $3252.84, 
of which amount $2341.27 is interest due and 
accrued on mortgages and $911.57 interest due 
and accrued on bonds. 


Reinsurance Recoverable on Paid Losses.— 
The item of $1677.00, being reinsurance recov- 
erable on paid losses, $1508.28 has been deducted 
as an asset not admitted, inasmuch as this 
amount is due from the Marquette National 
Fire Insurance Company, which is now in the 
hands of a receiver. 


LIABILITIES 

The liabilities of the company consist of un- 
paid losses, adjustment expense on unpaid losses, 
reserve for unearned premium, unpaid salaries 
and expenses, borrowed money, taxes and re- 
insurance. 

Unpaid Losses.—The gross unpaid losses of 
the company amount to $16,537.00, of which 
amount the company has due from reinsuring 
companies the amount of $16,034.01, leaving a 
net unpaid loss liability of $502.99. 

Adjustment Expense.—Your examiners have 
estimated the adjustment expense on the un- 
paid losses at $103.56. 

Unearned Premium Reserve——The reserve 
for unearned premiums as computed by your 
examiners’ amounts to $103,996.72. In com- 
puting this amount your examiners made a very 
careful check of the business written by the 
company, together with its reinsurance, and it 
was noted that the greater amount was on three 
and five-year business, the unearned premium 
on the three-year business being $30,306.23, and 
on its five-year business $69,196.09. 

Unpaid Salaries and Expense.—There was 
also due by the company the amount of $250.00, 
due as unpaid salaries and expenses as of June 
30, 1927. 

Borrowed Money.—The company owes 
$6000.00 which was carried on its books, and 
also noted on the bank certificate obtained from 
the Metropolitan State Bank. Inasmuch as this 
loan was renewed on June 30, 1927, there was 
no item of liability for interest on the same. 

Taxes.—Your examiners estimated the amount 
of $1050.00 for taxes due and accrued. 

Reinsurance.—The company also owed 
$3764.61 to other companies for reinsurance. 

The total liabilities of the company amounted 
to $115,667.88, while the total admitted assets 
of the company were $224,723.80, leaving a sur- 
plus aside from its capital stock of $9053.98, or 
a surplus to policyholders of $109,055.98. 


CapiTaL STOCK 
The stock books of the company were 
examined and checked and all original cer- 
tificates and transferred certificates were 
checked, with a result that your examiners 
found the proper amount of outstanding cer- 
tificates at the present time. 


CONCLUSION 

In making this examination your examiners 
made a thorough investigation of all of the 
business affairs of the company, and it will be 
noted that the company reinsures the greater 
amount of its business. From its books, rec- 
ords, and from the previous examinations made 
it will also be noted that the company is per- 
fectly solvent, handles its business in an effi- 
cient and business-like manner, pays its claims 
promptly when adjusted, and that its financial 
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condition has improved since the last report of 
examination made. 

Your examiners were treated with the utmost 
courtesy during the course of the examination, 
and both officers and employees gave their assist- 
ance and information when called upon. 


Respectfully submitted, 
W. Rurus KENDALL, Chief Examiner. 


LAW 


Where two separate policies, each containing 
pro rata provisions and issued to the same 
party, covered each of two adjoining store- 
rooms, the loss for destruction of the division 
wall must be borne pro rata between the two 
insuring companies. (Central States Fire Ins. 
Co. vs Jenkins, Kentucky Court of Appeals, 
July, 1927.) 


Rights of Unpaid Insurance Broker 


The plaintiff in this action was the owner of 
a steamship upon which he had obtained a con- 
tract of marine insurance through the defend- 
ant, an insurance broker. The insurance had 
been placed with British companies, whose cus- 
tom it is to acknowledge receipts in full of the 
entire premium on the face of the policy. It 
seems, however, that the insured did not pay the 
entire premium, but, because of the fact that 
the companies extended credit to the brokers, 
was given credit by the broker, being allowed to 
pay his premium in specific instalments. A few 
of the instalments were not paid on time, and 
the defendant notified the plaintiff that unless 
he met the next instalment promptly the de- 
fendant would cancel the policies. Plaintiff did 
not pay the next instalment, and the broker 
canceled the insurance. A short time there- 
after the steamship sank at sea, and the plain- 
tiff, not having possession of the policies, brings 
this action for breach of contract in revoking 
an alleged customary thirty-day credit on the 
payment of instalments, and for conversion of 
the policies through the act of cancellation. A 
verdict having been rendered in favor of the 
defendant in both courts (breach of contract 
and conversion), the plaintiff appealed to the 
United States Circuit Court of Appeals for 
the Second District. 

The court of review, in sustaining the judg- 
ment of the trial court, held that there was no 
breach of contract on the part of the broker, 
as the time for the instalment payments was 
definitely fixed by the parties, and as such, time 
was the essence of the contract. Furthermore, 
the argument that prompt payment had been 
waived by the acceptance of prior late instal- 
ments was of no avail, as notice was given con- 
cerning the instalment that was unpaid, and this 
notice justified the defendant in insisting upon 
prompt performance. 

Concerning the second count, namely, that for 
conversion, the court held that cancellation was 
the defendant’s only remedy and an entirely 
proper one. Uunder ordinary circumstances, said 
the court, an unpaid vendor can only foreclose 


(Continued on page 26) 






























































Sat VeRO Ow Brae eta amnesty - 


ao ERE on 


Corus 


wi ell SAY tan Or ar 


testy rennin 


ee eee 









Fire Insurance Bulletin 


THE SPECTATOR. 


Thursday 











Insurance Stocks 





INSURANCE STOCKS 


All Bids and Quotations Subject to Con- 


firmation 


The following quotations, as of September 19, 
1927, are from reliable houses and if any of 
our readers are interested in stocks not appear- 
ing in this list, the Research Bureau of THE 
SPECTATOR will endeavor to supply the data. 


Bid 

Alliance F; 

Wheeler ‘& Co., Philadelphia....... 62 
American Alliance 

Arthur Atkins & Co., N. Y........ 420 
Pha mm Aaa ee ee S000 ae 

merican Suret: 

McKinley & Sh SP Ree - 280 
American Insurance Co. of Newark 

Arthur Atkins & Co., N. Y........ 31 

Miliken & Pell, Newark, N.J...... 3014 

Curtis & Sanger, N. V.......00008 31 
Bankers & Shippers 

Arthur Atkins & Co., N. Y........ 355 

McKinley & Co., N. Mie. Sees 360 
Bankers Indemnity (Newark) 

Miliken & Pell, Newark, N. J...... 20 
Camden Fire 

Arthur Atkins & Co., N. Y........ 26 

McKinley & Co., N. Y......-ee008 25 
Carolina Insurance 

Arthur Atkins & Co., N. Y........ 58 


J. K. Rice, Jr., & Co. i 59 
Commercial Cas. Ins. of’ 


Miliken & Pell, Newark, N. J...... 67 
City of New York Ins. Co. 
oct & Sanger, N. V...ccccccese 400 
mtinental Ins. 
Pe — . Ee ws BM scsce ues 202 
mtinental Casualty 
Perez F. Huff Co., Inc., N. ¥.C.. 84 
Federal Insurance 
Curtis & Sanger, N. Y.......- ‘out: ae 
Federal Union Life 
A. & J. Frank Co., Cincinnati...... 24 
Fidelity & Deposit 
Fi Curtis & pmer We © cusawexvsr 260 
delity & Casualty 
"Aether Ares & Con IN. Yo. 2 e000 196 
- ein 4 Sanger, N. Y......-++0s 200 
idelity-Phoenix 
‘astior Attias & Co., N. V....22000 146 
Fire Association of Philadelphia 
Wheeler & Co., Phila............- 60 
tFiremen’s Insurance Co. of Newark.. 
pete Bene Sy ). gee ? 
urtis & Sanger, N. Y..........++ 
Miliken & Pell, ik: hy a 
Franklin Fire 
seems Ate OS Co., _* cease sep Pos 
eee 1 ee 
J. K. Rice, Inc., CONEY sakes 300 
on yy N. Y 53 
urtis Bi Bis Bede covcecvece 
Giobe Tan & 5 ae 54 
utgers 
Curtis & Sanger, N. Y.......+--- " a 
Great American 
Arth ur Atkins & Co., N. Y........- 417 


Offered 
63 


21 


28 
26 


62 
62 


68 


206 
89 


28 
265 


202 
205 


150 
62 


52 


"310 
55 
57 


1825 


Bid Offered 


I, Rice, Je Oa EF Sok c cdc 415 420 
Curtis & Sanger, N. _ .aeeeeeega 417 422 
Hanover Fire, Stock . 
Arthur Atkins & Co., oh Sa 255 262 
Curtis & Sanger, N. Abe 260 265 
tHarmonia 4 Ys (new stock) 
Js Seve AAO, JO eg OE Cg TNS Moc cso 59 62 
Home 
Arthur Atkins & Co., N. Y........ 550 555 
McKinley & Co., N. heap 545 555 
3c ap SRR 0g Oe a Ns oo ss aes 545 550 
Curtis & Sanger, N. _ ¢ Seeteseae 545 555 
Homestead 
Jc es eee, Fe ee SY 2... 5s 68 72 
Importers and Exporters 
erties & Senger, N.Y... sess cce 104 108 
International Co. of St. Louis, Pfd.... 
A. & J. Frank Co., Cincinnati...... 234 3% 
— Southern Life 
& J. Frank & Co., Cincinnati... . 2 3% 
ese Co. of North America 
Wheeler & Co., Philadelphia....... 68 681% 
Independence Ind. Ins. Co. 
Wheeler & Co., Philadelphia....... 310 325 
Kansas City Life 
Curtis & Sanger, N. Y............ 1100 
Maryland Casualty 
Curtis & Sanger, N. Y............ 168 173 
Metropolitan Casualty 
Curtis & Sanger, N. Y............ 84 86 
Milwaukee ae 
McKinley & Co., N. Y............ 47 48 
7 State Life 
. & J. Frank Co., Cincinnati...... 77 78 
Nationgl Surety 
McKinley & Co., N. Y............ 255 260 
National Union 
Curtis & Sanger, N. Y............ 280 285 
a gy ~ - 
urtis & Sanger, N. Y............ 74 75 
New Brunswick Ins. -—™ s ws 
Arthur Atkins & rm re 45 48 
J. K. Rice, Jr., & Co., ae 45 48 
New Jersey Fire Insurance 
Arthur Atkins & Co.,N. Y........ 51 55 
Miliken & Pell, Newark, a ee 51 54 
New York Casualty 
Curtis & Sanger, * 7 Pere 130 135 
McKinley & Co., N. ,* eaen keene 125 135 
Arthur Atkins & Co., we err rene 124 129 
J. K. Rice, Jr., & Co., he Se 130 135 
Niagara Fire Ins. Co. 
Arthur Atkins & Co., Le ae 340 350 
North River Ins, Co. 
Arthur Atkins & Co., ke Sr 210 acaietn 
Curtis & Sanger, N. , ERS acess ae 212 
= National Life Ins. Co. 
A. & J. Frank Co., ea ceueee 41 
Pacific Indemnity 
Perez F. Huff Co., Inc., N ; = ae 151 159 
Reliance Fire 
Wheeler & Co., Philadelphia....... 2614 27 
Security Ins. of New Haven 
Arthur Atkins & Co., N. V........ 122 127 
St. Paul F. & M. ~~ Co. 
McKinley & Co., ee ee 195 205 
J. K. Rice, Jr., & oe Va , re - 190 195 
Stuyvesant 
Arthur Atkins & Co., N. Y........ 232 238 
Transportation Indemnity 
Perez F. Huff Co., Inc., N. Y. C. 54 58 
U.S. F.G 
Curtis Z ae ae a 355 365 











INSURANCE 
COMPANY 


Hanover 

Homestead Fire 

Stuyvesant 

U. S. Merchants & Shippers 





STOCKS 


Security Ins. Co. of New Haven 


ARTHUR ATKINS & CO. 


Specialists in Insurance Stocks 


Telephone 27 William St., 
Hanover 3707 New York 














INSURANCE 
BANK STOCKS 


PEREZ F. HUFF CO., Inc. 


PEREZ F. HUFF, President 


*HENRY I. PITNEY, Vice-Pres. 
*T. J. FITZPATRICK, Vice-Pres. 


* Formerly with Gilbert Elliott & Co. 





75 MAIDEN LANE, 
NEW YORK CITY 


Telephone, Beekman 6166 
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Bid Offered 
U. S. Fire Ins. Co. 


Arthur Atkins & Co., N. Y........ 255 
United States Merchants & Shippers 
Arthur Atkins & Go, | Ba, ep ae 300 
Victory Insurance 
Wheeler & Co., Philadelphia eee de care 26% 27 
Westchester Fire’ 
McKinley & Co., N. Y.........04. 74 76 
J. K. Rice, Jr., & a: ING ie cia ee 74 76 
Curtis & Sanger, SO apa etaetibre ae 74 78 
Arthur Atkins & Co., N. Y........ 74 76 


HARTFORD STOCKS 
Aetna Casualty and Surety 


Conning & Co., Hartford........ -- 1000 1050 
Aetna Insurance (Fire) 

Conning & Co., Hartford.......... 650 660 

Curtis & Sanger, N. Y.........0- - 650 660 
Aetna Life Ins. Co. 

Cree oe eneer, Whe Fé inscsccce -- 745 755 

Conning & Co., Hartford.......... 745 755 

McKinley & Co., N. Y.........00. 740 750 

Perez F. Huff Co., Inc.,. N. ¥Y.C... 742 750 
ee Insurance 

Conning & Co., Hartford.......... 325 335 
Conn. General Life 

Conning & Co., Hartford.......... 1740 1770 
Hartford Fire 

Conning & Co., Hartford.......... 665 675 
Hartford Steam Boiler 

Conning & Co., Hartford.......... 800 810 
National Fire 

Conning & Co., Hartford.......... 860 870 
Phoenix Insurance 

Conning & Co., ett Recoretiebinlece 735 745 

McKinley & Co. ES | Sy pe 735 750 

Curtis & Sanger, N. v a Yeib Uusieiele- Caco 730 740 
Travelers Insurance 

Conning & Co., Hartford.......... 1435 1445 

Perez F. Huff Co., Inc.,. N.Y. C... 14385 1460 


NEW ENGLAND STOCKS 


American Investment Securities Co. 


Chas. A. Day & Co., Inc., Boston. . 15 
Boston Casualty 
Chas, A. oe & Co., Inc., Boston. . 15 25 


Boston Insurance 


Chas, A. Day & Co., Inc., Boston.. 750 aves 
Capitol Fire Ins. Co. 
Chas. A. Day & Co., Inc., Boston: 
NE So 6.6 vic wars ac alee amiten es 93 
EMMONS oc ncn cneclceocty te hes 280 
Columbian National Life Ins. Co. 
Chas. A. Day & Co., Inc., Boston.. 300 re 


Conveyancers Title Ins. Co. 
Chas. A. Day & Co., Inc., Boston.. 100 wee 


Mass. Bond & Ins. Co. 
Chas, A. Day & Co., Inc., Boston.. 510 wea 


Mass, Title Ins., Pfd. 


Chas. A. Day & Co., Inc., Boston... 35 45 
New England Fire 
Chas. A. Day & Co., Inc., Boston. . 40 43 


New Hampshire Fire 

Chas. A. Day & > Pes Boston.. 350 

McKinley & Co., A ayia gia 350 
Old Colony ‘he tl 

Chas, A. Day & Co., Inc., Boston.. 250 er 
ag oo mage a ge 

Arthur Atkins & Co., N. Y........ 520 nse 

Chas. A. Day & Co., "Inc., Boston. . 510 wer 
Springfield Fire and Marine 

Chas. A. Day & Co., Inc., Boston.. 750 eatale 
United Life & Accident Ins. Co. 

Chas. A. Day & Co., Iac., Boston... 38 43 

tNew Stock. 





Pian for Combined Automobile Policy 


On Thursday and Friday of last week a 
number of special agents, department heads and 
home office officials of the America Fore com- 
panies met with officials of the Fidelity and 
Casualty Company to discuss plans for put- 
ting into effect the alliance recently announced 
by the two companies. Definite plans for a 
combined automobile policy were given the field 
men. 

Vice-President Allan J. Feares, of the Fidel- 
ity and Casualty, presided and talks were made 
by Chairman Ernest Sturm, and President Paul 
Haid, of the America Fore groups, and Presi- 
dent R. J. Hillas, of the Fidelity and Casualty, 
and by other officials of both companies who 
were present. 
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Recent Fire Company Happenings 








Guy E. Beardsley, vice-president and 
secretary of the tna Insurance Company 
of Hartford, has been elected a director of 
that company and also of the World Fire 
and Marine Insurance Company and the 
Mayflower Security Company, filling the 
vacancy caused by the death of William B. 
Clark, chairman of the company board. 





The Atlantic Fire Insurance Company of 
Raleigh, North Carolina, The American Mer- 
chant Marine Insurance Company of New 
York and the North American National 
Fire Insurance Company of Omaha, Ne- 
braska, have all been licensed to do business 
in the State of Texas. 





The Advertising Insurance Sales Com- 
pany has been formed in Cleveland, Ohio, 
with a capital of $25,000. Incorporators are 
Albert D. Ferris, Fred E. Freitley, and Earl 
M. Brenton. 





At a meeting of the board of directors of 
the Allemannia Fire Insurance Company of 
Pittsburgh, Pa., G. W. Unverzagt, who has 
been secretary of the company, was elected 
vice-president in addition to the office which 
he already holds. 





Emory M. Patillo, well-known agent in 
the southern fire insurance field, has become 
a stockholder, officer and director in the 
Carolina Homes and Investment Corpora- 
tion of Raleigh, North Carolina. This cor- 
poration has been active for some time in 
the fire insurance business as well as in real 
estate and other activities. 





Donald McCandless has resigned as as- 
sistant secretary of the Central Federal 
Fire Insurance Company of Davenport, 
Iowa, to go with the Phoenix Mutual Life 
Insurance Company of Hartford, in their 
Chicago office. 





E. C. Lewis, cashier of the western de- 
partment of the Commercial Union Fire In- 
surance Company of New York at the Chi- 
cago office, has resigned to accept a similar 
situation at the home office of the National 
Union Fire Insurance Company of Pitts- 
burgh, Pa. 





John C. Braislin, who for several years 
past has been in charge of the western 
branch of the Atlantic marine department of 
the Firemans Fund Insurance Company of 
San Francisco, Cailfornia, and the Home 
Fire and Marine Insurance Company, also 
of San ‘Francisco, has been appointed as- 
sistant manager of the department and 
transferred to New York, where he will 
have charge of the agency plant and devote 


his attention to the development of inland 
marine business. 





Colonel Herbert V. Brown, formerly with 
the Firemens Insurance Company cf New- 
ark, New Jersey, has been made executive 
vice-president and secretary of the Insur- 
ance Shares Corporation of New York. 


William E. McCullough, whose resigna- 
tion as manager for the General Fire In- 
surance Company of Seattle, Washington, 
for the central western and eastern field, 
was announced recently, has been named 
resident secretary of the Hampton Roads 
Fire and Marine Insurance Company of 
Norfolk, Va., for the central and the west- 
ern territory. Mr. McCullough’s head- 
quarters will be in Chicago. 


Edwin A. Bayless has been elected a mem- 
ber of the board of directors of the Home 
Insurance Company of New York, to fill 
the vacancy created by the death of Judge 
Elbert H. Gary. 





The Indiana Threshermens Mutual Fire 
Insurance Company is quitting business. 
Officials of the company say all operations 
will be discontinued about the middle of next 
year. 





It is expected that the underwriting man- 
agement of the new Long Island Fire In- 
surance Company, now in the process of or- 
ganization, will be in the hands of George 
Leister, a prominent local agent of New 
York. 


Announcement has been made of the 
resignation, effective October 1, of Horatio 
N. Kelsey, deputy United States manager 
of the London and Scottish Assurance Com- 
pany. R. P. Barbour, United States man- 
ager of the Northern, becomes alsc United 
States manager of the London and Scottish. 


The La Salle Fire Insurance Company of 
New Orleans, Louisiana, has been admitted 
to Oklahoma, where E. C. Ollinger will look 
after their interests. 


Ralph Richmond, who has been in the 
public relations department of the National 
Board of Fire Underwriters as editor of 
Safeguarding America has resigned, it is 
announced by Warren Ellis, head of the 


department. Mr. Richmond has taken an 
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advertising position with a firm outside the 
insurance fold. 


George C. Long of the Phoenix Fire In- 
surance Company of Hartford has been 
elected a director of the Underwriters Sal- 
vage Company, succeeding the late Fred 
S. James. 





The Sun Insurance Office of London, 
England, has secured control of the Planet 
Insurance Company, also of London. The 
Planet, a marine writing corporation, was 
formerly a private enterprise of a leading 
shipping firm. 





_ Becomes Fire Company Examiner for 
Connecticut 

Frederick A. Norton, for ten years an exam- 
iner in the Connecticut Insurance Department, 
has been appointed chief examiner of fire and 
casualty companies, Commissioner Howard P. 
Dunham announced to-day. 

Mr. Norton came to the insurance department 
in August, 1917, during the administration of 
Commissioner Burton Mansfield. He was born 
in Deep River, August 11, 1886, the son of 
John B. and Mary Williams Norton. He was 
graduated from the Deep River Grammar and 
High Schools and attended the Worcester 
Academy at Worcester, Mass. For two years 
he was with the Deep River Era and later was 
employed for ten years in different capacities 
by the Deep River National Bank. 


A Study in Automobile Statistics 
(Continued from page 19) 


Book for the year ending December 31, 1926, 
was $1,156,260,562, of which 10.8 per cent is 
disclosed as being motor vehicle insurance. In 
the table combining the results of the casualty 
and fire insurance companies, which is sub- 
mitted herewith, it is noted that in order of 
volume, liability insurance is ranked first with 
property damage, theft, fire and collision in the 
order named. In the case of the two classes 
which are written generally by both fire and 
casualty companies the majority of the collision 
premiums are written by fire companies by a 
slight majority, while the property damage pre- 
miums of casualty companies is far in excess of 
the property damage premiums of fire insurance 
companies. 


RESULTS OF AUTOMOBILE INSURANCE IN 1926 
FIRE AND CASUALTY COMPANIES COMBINED 


Premiums Losses Ratio 
Automobile collision 34,740,120 22,514,123 64.8 
Automobile fire.... 47,639,944 20,580,156 43.2 
Automobile liability 159,961,183 82,308,989 51.4 


Automobile property 
eno die wee 62,500,582 33,418,339 53.5 
54,978,283 27,684,804 50.3 


Totals.......- 359,820,112 186,506,411 51.8 
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Partial Assignment, Unaccepted by Debtor, 
Gives Assignee No Right of Action 
Against Debtor 


One English made a partial assignment to the 
plaintiff Denker of some insurance money due 
and owing by the defendant insurance com- 
pany to English because of a fire to property 
owned by English, and upon which Denker had’ 
a lien as security for part of the purchase price 
still owing from English to Denker. The com- 
pany acknowledged liability under the policy, 
and English and Denker forwarded to the com- 
pany their agreement whereby $708 of the in- 
surance money owned by the company to Eng- 
lish was to be given by the company to Denker. 
The company received the agreement but failed 
to accept the order or assignment, and did not 
indicate that it would pay any of the money to 
Denker ; in fact, as regards the assignment the 
company’s attitude was one of silence and in- 
activity. 

After due proof of loss by fire was received, 
the company sent the full amount of the insur- 
ance money due to English, the insured, who, 
disregarding his agreement with Denker, con- 
verted the entire amount to his own use, and 
later left the State and is now in a position of 
alleged insolvency. Denker now sues the com- 
pany for the $708 alleged to be due him by the 
company pursuant to the written agreement 
made between Denker and English, and which 
was forwarded to the insurance company. The 
lower court handed down a verdict for the 
plaintiff, and the company now appea!s to the 
Court of Appeals of Kentucky. 

On appeal, the company contends that even if 
the alleged assignment is sufficient in form, it 
is invalid because of the fact that it was only 
a partial assignment. In affirming this conten- 
tion and reversing the judgment of the lower 
court with directions to dismiss the petition, 
the Kentucky Court of Appeals said that a par- 
tial assignment of a non-negotiable choses in 
action does not give the assignee a right of 
action against the debtor if the debtor does not 
consent or ratify the assignment, and such as- 
signment, unaccepted by the debtor, does not 
amount to an assignment pro tauto of the debt. 
A creditor, says the court, cannot by means of 
a partial assignment, force the debtor to split 
up the debt and pay it to different parties, for 
he has the right to be relieved by a single pay- 
ing to the original creditor. 

The court refers to its own holding in Wein- 
stock vs. Bellwood, 75 Ky. 139, from which it 
quotes the following: “It is a well settled rule 
of law that a claim entire and indivisible cannot 
be so severed as to give the payee or his as- 
signee the right to maintain two distinct actions 
upon it; * * * but an assignment of part 
of the debts did not vest the assignee with any 
greater rights than the assignor himself had. 
The assignor or original payee could not have 
instituted his action to have recovered part of 


the demand or have enforced partial payments 
by the debtor, and to rule otherwise would make 
the causes of action for the recovery of an 
entire debt as numerous as the unaccepted orders 
given by the payee. There is no doubt but 
what the debtor may consent to this partial ap- 
propriation of his indebtedness by his creditor 
in his acceptance of the order, and such an ac- 
ceptance will authorize the holder to maintain 
an action upon it; but without this acceptance 
there is no privity of contract between the 
parties and no right of action exists.” 

Under the present circumstances it might be 
asked whether or not the fact that the com- 
pany acknowledged receipt of the partial as- 
signment and order, and failed to refuse to ac- 
cept same, could be construed as an implied or 
indirect ratification and acceptance of the par- 
tial assignment. It is undoubtedly true that 
where a person is under a duty to speak and 
does not, his silence will be construed against 
him, and he will not therefore be allowed to 
affirm or deny that which he should have af- 


firmed or denied before the other party went ° 


ahead and relied on that silence as conveying 
a distinct message. In the present case, how- 
ever, the company was under no obligation or 
duty to accept or refuse to accept the order. 
In this respect the court quotes, 5 Corpus Juris 
894, as follows: “* * * at law, where a part 
of a claim is assigned without the debtor’s con- 
sent, the debtor, although he has notice of the 
assignment, may disregard it and discharge his 
indebtedness by a payment to the original 
creditor.” In conclusion, the Kentucky Court 
of Appeals states, in part: “If one approaches 
his debtor and asks him to accept a partial as- 
signment of an indebtedness to another, and the 
debtor makes no response, and does not, in fact, 
accept, the partial assignment is of no effect, 
as against the debtor, and no cause of action 
arises in favor of the proposed assignee against 
the debtor.” 

It might be well to call attention to the fact 
that this is an action at law. Courts of equity, 
however, have always recognized partial assign- 
ments of choses in action for many purposes, 
and will protect the assignees under such par- 
tial assignments whenever they can do so with- 
out working a hardship upon the debtor. 5 C. J. 
894. (Henry Clay Fire Ins. Co. vs. Denker’s 
Ex’x, Court of Appeals of Kentucky, 290 
Southwestern Reporter 1047.) 


Rights of Unpaid Broker 
(Continued from page 23) 


his lien by suit or by sale on notice. This 
remedy usually affords full protection, but in 
the present case would be of no use whatsoever, 
because as long as the policy is in force the 
broker must remit the premium due. Cancella- 
tion is the only means of ending this liability, 
and the action taken by the broker under the 
present circumstances was justifiable at law. 
Judgment for defendant affirmed. (Ruby 
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WHAT THE RECENT CASES HOLD 

Even though the insured signed an agree- 
ment to the effect that no action of the com- 
pany in investigating the cause of the fire, and 
in ascertaining the amount of loss sustained, 
should waive the right of either party, he may, 
nevertheless, prove by parol testimony that the 
conduct of the insurer was such as to waive 
that provision of the policy relating to proof of 
loss. (Hartford Fire Ins. Co. vs. Ferguson 
et al., Supreme Court of Arkansas, 291 South- 
western Reporter 60.) 


Newly discovered evidence that the insured, 
before the commencement of legal action, as- 
signed the cause of action to a third party as 
security for a debt, is irrelevant in a suit on the 
policy. (Globe & Rutgers Fire Ins. Co. vs. 
Jewell-Londermilk Co., Court of Appeals of 
Georgia, Division No. 2, 137 Southeastern Re- 
porter 286.) 





An insurance company need not plead limita- 
tion of liability as a defense under a distribution 
clause, as the burden is upon the insured to 
prove that the property was destroyed, and he 
must further show that insurance covered the 
destroyed property. (Commercial Union Fire 


Ins. Co. of New York vs. Marshall et al., Cir- * 


cuit Court of Appeals, Sixth Circuit, 18 Federal 
Reporter [2d] 457.) 


If a general manager of a corporation, who 
owns one-fourth of the stock and is a substan- 
tial creditor of the concern, willfully burns 
some property belonging to the corporation, 
such action is sufficient to defeat a suit on the 
fire insurance policies brought by the corpora- 
tion. (Kimball Ice Co. vs. Hartford Fire Ins. 
Co., Circuit Court of Appeals, Fourth Circuit, 
18 Federal Reporter [2d] 563.) 





The meaning of the word “make,’’ as used in 
the provision specifying invalidation of the fire 
policy if the insured, has or shall “make” other 
insurance upon the property, is to enter into a 
contract of insurance. (Tourtlott vs. West 
Bangor & Herman Mut. Fire Ins. Co., Supreme 
Judicial Court of Maine, 136 Atlantic Reporter 
481.) 





Actual cash value at the time of loss, taking 
into consideration depreciation, is the proper 
test for determining the measure of damages 
under a policy providing that the company shall 
not be liable beyond the actual cash value of the 
property. (Svea Fire & Life Ins. Co., Ltd., of 
Gothenburg, Sweden, vs. State Savings & Loan 
Assn., Circuit Court of Appeals, Eighth Circuit, 
19 Federal Reporter [2d] 134.) 








Steamship Corp., Ltd., vs. Johnson & Higgins, 
U. S. Circuit Court of Appeals, Second District, 
August 2, 1927.) 
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; Casualty, Surety and Miscellaneous 


PUBLIC RELATIONS 





Clifford Elvins Talks to Disability Un- 
derwriters 


- 





DESCRIBES WORK OF INSURANCE AD- 
VERTISING CONFERENCE 





Toronto Meeting Votes to Ask Draft of 
Procedure Plan 


[By a Starr CorRESPONDENT] 


Toronto, CANADA, September 17.—Clifford 
Elvins, of the Imperial Life and president of 
the Insurance Advertising Conference, ad- 
dressed the Health and Accident Underwriters 
Conference at the King Edward Hotel here this 
week to such good effect that that body voted 
to ask the advertising organization to prepare 
for it a plan of public relations similar to those 
which it prepared, after long investigation, for 
the National Board of Fire Underwriters and 
the International Association of Casualty and 
Surety Underwriters. 


President Elvins declared that if the general 
public had the same concept of insurance as it 
has of the retail business, there would be no 
difficulty in disposing of policies. The public’s 
knowledge of department store business, for in- 
stance, is both general and particular, while its 
impression of insurance is generally based on 
contact with a single agent. 

The question of public relations is much more 
than mere advertising, said Mr. Elvins, who 
believes that co-operative advertising on the 
part of companies, such as that done by the life 
companies in Canada, is largely wasted money. 
Magazines are the place for life insurance ad- 
vertising, he said, and the work should be done 
by men who know the game. The Canadian 
life companies will spend about $75,000 this 
year for co-operative advertising. 

In the discussion following Mr. Elvins’ talk, 
it was suggested that one-twentieth of one per 
cent of the premium volume of member com- 
panies of the Health and Accident Underwriters 
Conference might be an approachable figure for 
co-operative advertising as the last and least 
important phase of a public relations campaign. 
E. J. Faulkner, president of the Woodmen Acci- 
dent, suggested such a figure. C. O. Pauley, 
secretary of the Great Northern Life, declared 
himself as opposed to co-operative advertising 
as a mainspring, but favored it as an adjunct 
to a well-formed public relations plan. 

J. V. Barry, vice-president of the Metro- 
politan Life, was called on to describe the pub- 
lic relations work of his company, which has 
met with much success, and said that to the 
best of his belief about $500,000 was spent by 
the Metropolitan Life for this purpose, includ- 
ing the cost of the better health campaign waged 
by that company. 


EXTENDS ACCIDENT STUDY 


Virginia Industrial Commission 
Broadens Scope 








EFFECTIVE THIS MONTH 





Investigations Will Include Textile, Paper, 
Pulp, Quarry, Iron, Steel and Wood 
Industries 


RicHMonp, VA., September 20.—Extension 
of the study for the prevention of industrial 
accidents in the coal industry to the textile, 
paper and pulp, quarries, iron and steel works 
and wood products industries this month by tie 
Industrial Commission of Virginia has been an- 
nounced. 

A production of approximately 900,000 tons 
was reported by the Industrial Commission’s 
survey for the month of July in the coal indus- 
try, and approximately 12,300 men were en- 
gaged in this work, with 228 accidents being re- 
ported. This is one to each fifty-three men em- 
ployed. 

Most of the accidents were caused by falling 
slate or coal and loading and unloading or 
working about the mine cars and motors. Each 
of these caused approximately one-fourth of the 
accidents, while explosions, scalds and burns 
caused less than 5 per cent of the injuries. 

A copy of the full report will be furnished 
each employer in the coal industry so that he 
may compare his own record with the industry 
average. The survey will show him the danger 
line and it is believed that eventually the acci- 
dents will be reduced materially. 

The best recent frequency accident record in 
the coal industry is that of the Splash Dam 
Coal Corporation, which was without a lost 
time accident for a period of ninety days, with 
an average employment of more than 150 men. 
the industrial commission reports show. 

Causes in the summary of accidents reported 
in the coal industry are cited as follows: 

Machinery, including: hoisting apparatus, 9 
(caught by, etc.) ; mine cars and motors, 52; 
fall of coal, slate, etc., 51; explosions, scalds, 
burns, etc., 10; handling of objects and hand 
tools, 64; stepping on (nail, etc.) or striking 
against objects, 19; all other, 23; total, 228. 


New York Indemnity Appointments 

The New York Indemnity Company has ap- 
pointed Wm. B. Joyce & Co. of St. Paul, Minn, 
as general agents for surety business. Wm. P 
Joyce & Co. have represented this company as 
general agents for casualty business since Oc- 
tober 1, 1923. Other appointments are Mocr 
Brothers Realty Company, general agents for 
surety, Toledo; and Everett F. Adams Agency, 
district agents for surety, Cleveland. 
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$1,400,000,000 LOSS 





W. T. Grant Points to Economic 
Waste Through Disability 





LOOKS FOR GREAT GROWTH IN 
COVERAGE 





President of Business Men’s Assurance Ad- 
dresses Health and Accident Under- 
writers 


[By a STAFF CorRESPONDENT] 


Toronto, CANADA, September 17.—W. T. 
Grant, president of the Business Men’s Assur- 
ance Company, in his address as retiring-presi- 
dent of the Health and Accident Underwriters 
Conference, which ended its convention at the 
King Edward Hotel here this morning, re- 
viewed the work of that body during the past 
year and particularly stressed the efforts 
toward uniform policy phraseology, the digest 
of insurance laws and the resolutions against 
unethical practices which had been adopted. 


Mr. Grant declared that health and accident 
insurance offered limitless possibilities for devel- 
ment so long as the public confidence could be 
won and held. Hazards change so rapidly that 
it is increasingly difficult to adopt rates which 
will be applicable to given occupations now and 
will not shortly be either inadequate or exces- 
sive. 

Health insurance underwriting is a much 
greater problem than accident insurance under- 
writing, said Mr. Grant, and a remedy for the 
extensive liability which some companies as- 
sumed under stress of competition during past 
years is to eliminate indemnity from the early 
period of disability or for disability continuing 
more than one year, or both. 

Dealing with the future of health and acci- 
dent insurance, Retiring President Grant stated 
that not more than 7 per cent of the total 
loss to the people of this country through dis- 
ability is covered by insurance. The speaker 
looked for a great increase in this coverage, to 
be brought about by better methods of han- 
dling the business and by increased advertising 
in the insurance trade papers and the daily 
press. 


Mr. Grant said that the total income of the 
producing people of the nation was given by 
the government as approximately 70 billion dol- 
lars a year and that the average individual suf- 
fers seven days of disability per year, or 2 per 
cent of their working time. 

Two per cent of 70 billion dollars makes a 
total annual loss from disability of $1,400,000,- 
000 and against this gigantic economic loss total 
benefits of approximately $85,000,000 were paid 
by stock health and accident companies in 1926, 
with about $15,000,000 more paid by the mutuals. 
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We put our utmost into our Service to our Field Organization. We 
have built and enlarged upon that foundation for 
over twenty-nine years---try us. 


Maryland Casualty Company 
Baltimore : 


We want you to meet our Home Office We want you to see our Home Office 
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Writing Casualty Insurance 
Fidelity and Surety Bonds 


THE UNUSUAL PROGRESS 


OF THIS COMPANY, IS 
PERHAPS, THE BEST 


RECOMMENDATION OF 
THE CALIBRE OF SERYV- 
ICE IT RENDERS. 


THE EQUITABLE SURETY 
COMPANY 


HAROLD R. CRONIN, President 
HAROLD ;SPIELBERG, Vice-Pres. and Gen. Mgr. 
Court Square Building 


Home Office: DAVENPORT, IOWA 2 Lafayette St. New York City 
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CANADIAN BUSINESS 


Health arid Accident Insurance a Fast- 
Growing Line 








SUPERINTENDENT R. LEIGHTON 
FOSTER’S VIEWS 





Official Sees Trend Toward Uniform Legis- 
lation and Comprehensive Policies 
[By A Starr CorRESPONDENT] 

ToroNTO, CANADA, September 17.—R. Leigh- 
ton Foster, Superintendent of Insurance for 
Ontario, welcomed the Health and Accident Un- 
derwriters Conference to the Provinces this 
week in a speech which covered many phases 
of the insurance business here and which was 
one of the most important addresses made to 
the convention. Superintendent Foster said 
that the chief obstacle to the full development 
of health, and accident insurance is an unrea- 
sonable expense loading of which excessive ac- 
quisition cost forms a major proportion. Com- 
missions which sometimes ran as high as 35 per 
cent constitute a handicap to the business and set 
up a barrier to volume sales. 

The business of disability insurance is not 
uiderstood as it should be in Canada, declared 
Mr. Foster, and voiced the probability that this 
was also true in the United States. He said 
that more than 50 years ago, premiums on this 
line amounted to about $20,000 annually, but that 
this year, despite handicaps, they will run to 
nearly $30,000,000 in Canada. The trend of 
the business in the Provinces is such, said the 
speaker, that fire and casualty companies ex- 
hibited a tendency to merge interests and most 
of the casualty companies here write fire busi- 
hess and vice-versa. The rapid growth of auto- 
mobile insurance, coupled with a demand on 
the part of the public for an automobile policy 
which would be comprehensive, was given by 
Mr. Foster as the reason for this. 

As far as insurance contracts and legisla- 
tion in Canada were concerned, the speaker said 
that the Dominion was probably nearer uni- 
formity of laws that the United States. In 
Ontario last year, he said, the net accident pre- 
miums were $1,219,096; sickness and accident 
combined, $682,594, and sickness alone $642,- 
%1, making a total of $2,544,651. The net 
losses paid under accident policies totaled $497,- 
683; under the combined accident and sickness 
Policy $359,507, and under the sickness policy 
alone $370,555, making a total of $1,227,745 
paid in claims. 


J. W. Scherr Made President 
(Concluded from page 3) 
man of the Canadian Casualty Underwriters 
Association, were introduced to the convention 
and added to the welcome extended by Super- 
Intendent Foster. George R. Kendall, presi- 


dent of the Washington Fidelity National, 
made the appropriate response and was followed 
by the presidential address of Mr. Grant, sum- 
marized elsewhere in these pages. 

After the reception of reports from H. G. 
Royer, chairman of the entertainment commit- 
tee, and Harold R. Gordon, treasurer and exec- 


utive secretary of the Conference, Thomas F. 
Hickey, superintendent of claims for the Metro- 
politan Life, dealt with “claims rejected” in an 
exceedingly able paper. Three types of unjust 
claims were listed by Mr. Hickey as follows: 
1. Misrepresentation in application. 2. Prior 
existing disease on which a sickness claim is 
predicated. 3. Existence of disease or in- 
firmity as an alleged injury. “We should be 
sparing of our rejections and if we must make 
them, we should seek to convince the claimant 
by a frank and friendly discussion of the fact 
that we have good and sufficient reasons for do- 
ing so,” declared the speaker. Exaggerated 
claims might more properly be called exasperat- 
ing claims, said Mr. Hickey, since the problem 
is one of how much and the decision as to what 
the disability was should not be left entirely to 
the insured and his doctor, as this method pro- 
duces unsatisfactory results. 


Fripay’s BusINESS 


Committee reports occupied the major por- 
tion of the early session on Friday morning, 
but after a brief period of relaxation, Clifford 
Elvins, president of the Insurance Advertising 
Conference, was introduced and made a short 
talk followed by the action of the Health and 
Accident Underwriters as already described. 
The main topic of the morning was “Agency 
Organization and Management” and was intro- 
duced by E. J. Faulkner, president of the Wood- 
men Accident Company. 

Discussion of this subject was taken part in 
by H. G. Royer, Great Northern Life; E. C. 
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Budlong, Federal Life; M. W. Hobart, Min- 
isters Casualty Union; Ben Haughton, Inter- 
national Travelers, and J. W. Blunt and 
Charles H. Munsell, both of the Monarch 
Accident of Springfield. Mr. Faulkner’s in- 
troduction of the topic brought out the view 
that there is no definite system for picking or 
training agents, but that each company can 
adapt rather than adopt the successful methods 
of leaders. More good salesmen are born than 
made, believes Mr. Faulkner, and he has no 
patience at all with the so-called “spellbinder.” 
The foundation of good accident and health in- 
surance selling is a work of the heart and con- 
stitutes a determination and sincerity of pur- 
pose. 


CoNVENTION’S CONCLUSION 

The election of officers, which has already 
been noted, came at the close of the final ses- 
sion of the convention on Saturday morning. 
The slated speakers of the day, and their topics, 
were as follows: “Over-Insurance,” E. C. 
Budlong, vice-president, Federal Life; “Term- 
inations of Policies by Company,” James F. 
Ramey, secretary, Washington Fidelity Na- 
tional; “Underwriting,” W. G. Alpaugh, vice- 
president, Inter-Ocean Casualty, and “Collec- 
tion of Renewal Premiums,” C. Norman Green, 
assistant secretary, Hoosier Casualty. 

Mr. Ramey, in discussion, pointed to the mis- 
takes made in the early days of accident and 
health insurance writing and said that the com- 
panies should work toward having the public 
understand the high motives they now univer- 
sally have. He also stated that while there 
may have been abuses of the right to terminate 
contracts, there were now fewer terminations by 
the companies than ever before. Underwriting 
problems come up along this line through lack 
of recognition on the part of the assured that 
the company, as well as the policyholder, has 
certain rights regarding termination. Difficul- 
ties arose particularly for the underwriter who 
issues policies cancellable only at the end of the 
premium period, declared Mr. Ramey. 

Speaking on underwriting, Mr. Alpaugh 
emphasized moral hazard and said that in 
determining whether an inspection should be 
made, the kind of policy to be issued should be 
considered, the amount of weekly indemnity 
must be assayed at its worth and the agent 
writing the business is a determining factor in 
the final selection, said Mr. Alpaugh. 

Mr. Green, in giving his views on collections 
of renewal premiums, stressed the fact that the 
main feature is real salesmanship and that 
proper sales mean renewable business. Atten- 
tion to the policyholder after the sale also 
makes for confidence in the company and the 
contract. Collection of renewal premiums falls 
into two general classifications ; by mail through 
premium notices and pleas, and personally by 
agents’ calls. 


Insurance Claim ‘‘Who’s Who’’ 

The 1927 edition of Insurance Claim “Who’s 
Who” has been printed by the Insurance Claim 
Association. It contains serviceable tables, a 
list of company members and a commercial sec- 
tion in which many lawyers are listed. 
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The Employers’ 
Liability Assurance 
Corp., Ltd. 


The Employers’ Fire 
Insurance Co. 


American Employers’ 


Insurance Co. 


SAMUEL APPLETON BUILDING 
110 Milk Street, Boston, Massachusetts 


Practically every form of Insurance 
except Life 


“The Service That Satisfies'’—what is 
it? Read on and you may get an idea. 


“Wise Men Seek Wise Counsel’’—what 
does that mean? It means the agent of 
The Employers’ Group is in a position 
to act as a wise counsellor on insurance 
matters. 


As a wise insurance counsellor the agent 
of The Employers’ Group can conscien- 
tiously recommend doing business with 
a group of companies whose efforts to 
give “The Service That Satisfies” are 
appreciated, as is evidenced by letters 
from which the following quotations 
are typical: 


“Your action is liberal and goes 
far to explain why The Employers’ 
hold their clients in the face of the 
very strenuous present-day com- 
petition.” 


“Assuring you of my appreciation 
for the way in which this matter 
was handled and of my intention 
to say a good word for your com- 
pany whenever the occasion is 
presented Wen 


_ together with my 
thanks for your good service. 
This is what keeps my business in 
The Employers’ when I am con- 
nected with another company.” 


Think it over! 


SURETYSHIP AND 
GUARANTY 





New Book Covers All Phases of Such 
Transactions 





COMPILED BY EARL C. ARNOLD 





Author Is Professor of Law at George 
Washington University 

If you want to know the requirements of a 
suretyship contract, want a digest of the statute 
of frauds, want information about temporary 
and continuing guarantees, want data on de- 
fenses of surety or guarantor or their rights 
and remedies, or desire knowledge on any 
phase of suretyship, you should read a new 
book, entitled “Outlines of Suretyship and 
Guaranty,” which has been written by Earl 
C. Arnold, professor of law in George Wash- 
ington University Law School. 

Under a chapter headed “Rights and Reme- 
dies of the Surety or Guarantor Arising Sub- 
sequent to. the Payment of the Principal’s 
Debt: Subrogation,” the whole bearing of the 
question of subrogation on the surety contract 
is comprehensively explained and this chapter 
alone would be sufficient reason for the wide- 
awake surety company executive and general 
agent to have Professor Arnold’s book at hand. 

The book does not confine itself, however, to 
discussion of only one phase of the topic, but 
throughout its 620 pages gives an able, in- 
formative and instructive exposition of every 
angle of suretyship and guaranty. Nothing is 
left to simple statement, for each point made 
is backed by a wealth of legal references and 
phraseology making the conclusion clear and at- 
testing its accuracy. The following chapter 
headings will furnish some idea of the broad 
scope of the book: 

Primary and secondary obligations in gen- 
eral; requisites of suretyship contract, defenses 
arising out of the formation of the contract; 
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the statute of frauds, original and secondary 
promises; temporary and continuing guaranties 
their duration and termination; defenses of 
surety or guarantor arising by act of-the parties 
subsequent to the formation of the contract: 
rights of the surety or guarantor prior to pay. 
ment of the principal’s debt, exoneration: 
rights and remedies of the surety or guarantor 
arising subsequent to the payment of the prin. 
cipal’s debt, subrogation; similar rights and 
remedies, indemnity or reimbursement; rights 
and remedies of co-sureties and co-guarantors 
inter se, contribution; the statute of limitations: 
effect of bankruptcy on the rights and obliga. 
tions of the surety; compensated surety ; official 
bonds; bonds given in the course of judicial 
proceedings; and forms of bonds, in the appen- 
dix to the volume. 

“Outlines of Suretyship and Guaranty” js 
a book every surety man seeking a knowledge 
of his business should have. It may be ob- 
tained through The Spectator Company at $5 
per copy. 


W. E. MCKELL’S VIEWS 


Sees Business Conditions Good in Inter: 
Mountain and Pacific Coast States 

Favorable business conditions, excelling those 
of a year ago, will be enjoyed by the Inter- 
Mountain and Pacific Coast States during the 
latter half of 1927, it is predicted by William 
E. Mcell, vice-president of the American 
Surety Company, New York, following a 
month’s tour of the section. 

Mr. McKell credits the improvement largely 
to good crops. The winter wheat yield was be- 
ing estimated as 70 per cent over last year’s in 
Washington, 38 per cent up in Oregon, and 2) 
per cent in Idaho. Idaho’s potato crop was ex- 
pected to show a gain of 35 per cent, and the 
spring wheat crop a gain of 24 per cent. 

In San Francisco, building activities, while 
somewhat below those of 1926, have shown a 
steady increase from month to month this year. 
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LIQUIDATION AIDED 





Integrity Mutual Gets Ancillary Re- 
ceivership in Georgia 





$30,000 IS COMMISSIONER’S DEPOSIT 





Cancellation of Contracts After Mutual Is 
Insolvent Does Not Affect Creditors’ 
Rights 

Cuicaco, Itt., September 20.—Liquidation of 
the Integrity Mutual Casualty Company of Chi- 
cago has been aided considerably and assets now 
in Georgia will soon be available for the gen- 
eral liquidation, as the result of the granting of 
ancillary receivership for the company in 
Georgia, it was announced here last week. Cam 
D. Dorsey, standing master for Federal Judge 
Samuel H. Sibley of Georgia, has ruled in favor 
of the Integrity on several counts and his re- 
port has gone to Judge Sibley for approval. 

The Integrity has $30,000 on deposit with the 
Georgia Insurance Commissioner, $25,000 of 
which is for the protection of purchasers of 
fidelity bonds. Mr. Dorsey ruled that the extra 
$5000 should be returned to the Chicago re- 
ceiver less court costs and that only four claims, 
aggregating $8000 are to be paid from the re- 
maining $25,000. These claims are: South- 
Eastern Express Company, $4738.16; Macon 
County Bank, $1500; and Bank of Louisville, 
$2592.14. 

The ruling held that losses under fidelity 
bonds are a primary lien on the deposit and 
that unearned premiums on fidelity bonds are 
a secondary lien. Claims for losses and un- 
earned premiums on policies other than fidelity 
are not to be paid out of the deposit but go 
into the general receivership. These claims 
approximate $14,000. 

The Georgia chancery master also held in 
accordance with Thomas H. Peden, master in 
chancery for Federal Judge Adam C. Cliffe 
of Chicago, who is supervising the liquidation. 
His ruling held that policyholders of a mutual 
insurance company cannot recover premiums 
paid or avoid premium notes until all losses and 
debts have been satisfied in full; that a policy- 
holder will not be permitted to set off his own 
losses against his liability to pay premium; 
that all policyholders of the defunct company 
are members of the company and partners in 
the enterprise; and that cancellation of policies 
after a mutual company is in fact insolvent will 
not affect the substantial rights of the creditors 
to their claims against the persons whose poli- 
cies were thus canceled. 

This last ruling affected the South-Eastern 
Express Company, which claimed that its poli- 
cies were canceled two days before the liquida- 
tion was ordered. The master held that the 
company had been advised by an employee of 
the Integrity to cancel its policies and that, 
though a confirming telegram from the insur- 
ance company had been sent, they still were in 
force, because the company was in fact insolvent 
at the time. 





HOLD JOINT CONVENTION 
Royal and Eagle Indemnity Men Gather at 
Atlantic City 

General agents of the Royal Indemnity and 
Eagle Indemnity companies, New York, held a 
joint convention at the Ambassador Hotel, At- 
lantic City, for four days last week; the event 
being the first of its kind staged by the two 
organizations since 1922. 

Frank J. O’Neill, president of the two com- 
panies and practically ali the officers and de- 
partment heads attended the sessions and, later, 
special cars were run to New York for those 
who wished to visit the new home-office build- 
ing of the companies. The business sessions 
of the meeting were presided over by Vice- 
President Claude E. Trinder. The opening ad- 
dress of President O’Neill was responded to 
by George W. Carter of the Detroit Insurance 
Agency. 

Vice-President F. Wade Hughes discussed 
contract and bankers’ blanket bonds, and burg- 
lary covers were detailed by Marshall Brown 
and John O’Loughlin. Incidentally, Vice-Presi- 
dent Hughes has just donated $100 in prizes for 
the surety course of the Insurance Society of 
New York, the lecture committee of which is 
chairmanned by G. E. Hayes, vice-president of 
the Union Indemnity. 

Accident and health business was described 
to the Royal and Eagle Indemnity convention 
by R. O. Davidson, and liability writings were 
outlined by T. Y. Beams. George Babbett dis- 
cussed steam boiler business, and, at the con- 
vention banquet, Ferdinand Pecora, assistant 
district attorney of New York city, spoke on 
the war against crime. The general agents pre- 
sented President O’Neill with a handsome 
grandfather’s clock. 


HARRY T. HUFF’S CAREER 
Joined National Surety About Seven Years 
Ago 

The recent election of Harry T. Huff, super- 
intendent of the fidelity and public official de- 
partments and a vice-president of the National 
Surety Company, is another evidence of oppor- 
tunities that exist today in the surety world, 
for it is less than seven years ago that Mr. Huff 
joined the company of which he has now been 
elected a vice-president. 

Mr. Huff is a native of New York and asso- 
ciated himself with the National Accountirg 
Company in August, 1920, as accountant and 
traveling auditor and was assigned to general 
audit and income tax return work. 

In 1924 he was called into the home office of 
the National Surety to reorganize the reinsur- 
ance department and the following year he took 
charge of and reorganized the fidelity depart- 
ment. Six months later the public official de- 
partment was added to his duties and the Fed- 
eral and post office departments were also s- 
cluded. During his administration as a fidelity 
department head there has been an increase m 
volume as well as a reduction in the loss ratio. 
Mr. Huff is a member of the company’s produc- 
tion council and is supervising new production 
in fidelity lines. 
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FADS AND QUACKERY 





125,000 Forms Listed by American 
Medical Association 





AMERICANS ARE EASY DUPES 





Dr. Morris Fishbein Describes Cults to 


International Claim Association 


That the United States unquestionably bears 
the palm in every class of cultism and so-called 
healing was the declaration of Dr. Morris Fish- 
bein, editor of the Journal of the American 
Medical Association, in an address before the 
meeting of the International Claim Association, 
at Toronto, Canada, last week. Dr. Fishbein, 
choosing “Fads and Quackery” as his topic, 
pointed out the characteristics of many medical 
cults, including astrology, manipulation, electric 
methods, faith healing, pseudo-religious chican- 
ery and nature cures. Starting with the Per- 
kins Tractors of 1796, which were worthless 
metal rods about three inches in length that 
were alleged to draw disease from the body 
electrically, the speaker traced the business of 
fooling the public down to the present day. As 
an instance of how even great men can be bam- 
boozled by clever charlatans, Dr. Fishbein stated 
that George Washington had bought a set of 
Perkins Tractors for the use of his family. 


The index file of quackery in the records of 
the American Medical Association contains 
more than 125,000 cards, representing various 
forms of quackery that have produced shekels 
from the pockets of American credulity, de- 
clared Dr. Fishbein. With respect to the atti- 
tude of the general public, he said: 


Physicians have long given thought to the 
means by which human beings might be dis- 
abused of their credulity and brought to a 
realization of what constitutes fact in medi- 
cine. Apparently the only hope is in educa- 
tion of the public so that people will be just 
as interested in reading about the human body 
and the manner in which it is built and func- 
tions as they are about airplanes, motor cars 
and radios. Let them learn the elementary 
facts about anatomy, physics and chemistry and 
other sciences so that they will not lend them- 
selves so easily to exploitation of their igno- 
rance by quackery. There will always be those 
who enjoy the spectacle of a miracle. Perhaps 
people suffering from mental disorders, who are 
not actually sick but only think themselves so, 
will continue to seek shrines, faith healers, 
psychoanalysts, and various forms of religious 
healing; but the man with a knowledge of 
bacteria and the way in which they cause 
disease, who knows the futility of conjuring 
methods, who knows enough about chemistry, 
physiology and physics to seek the fallacy of 
the claims of an Abrams or a Wilshire is not 
going to spend his money, in fraud when scien- 
tific medicine has something certain to offer. 
There are enough wonders in science itself, in 
the mysterious powers of the glands of internal 
secretion, in the magnificent regulating system 
that controls the temperature of the body, the 
heart beat and the respiration; in the human 
eye, the most marvelous photographic device 
ever invented; in the brain, which sends im- 
pulses to other portions of the system that lead 
to action. These wonders, once understood, are 
far more miraculous than any of the things 
purveyed by the miracle monger—and they sell 
for less. 
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Tom Wise believes the op 


Oppor LUNUY looks out 


upon a7 ever expanding horizon 


TOM WISE is an agent in the life insurance 


business because he knows the oppor-: 


tunities offered in that business are inexhaust- 
ible. He has seen not only that they are un- 
limited, but that they are constantly expand- 
ing. He knows, for instance, that the total 
amount of life insurance in force in the 
United States at the beginning of 1927 was 
$80,000,000,000 of which 15%, or approxi- 
mately $12,000,000,000, was added in the year 
1926. He compares this amazing growth with 
that of other businesses. He estimates the 
indication for future growth. 


Naturally, he realizes the importance to an 
agent of a connection with a company which 








ARADND 
ADADANUDUDUNS! 
TT 
Y UUs ar 
TT reer P 
vision 





os = 


om Pep 
es ne 


is itself aware of the boundless scope of the 
insurance field, and which is capable of service 
commensurate with that scope. 


Thismeans a company that has creative genius, 
that is capable of anticipating the needs which 
are constantly arising for new types of policies 
and new forms of protection. 


This means a company which proves the 
power of its organization by rapid growth, 
thereby insuring rapid advancement for its 
agents. 


This means a company which each day sets 
a new and larger goal for itself and its agents, 
a company whose horizon widensasits volume 
of business grows. 


INTER-SOUTHERN LIFE INSURANCE Co. 


CAREY G. ARNETT, “President 


Home Offices, Louisville, Ky. 


Capital, Surplus and Reserve for the Protection of Policyholders - -  $13,563,462.03 
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Build Character as You Build the Debit 


, 


By Writtram C. Morton, Registrar, 


Life and Casualty Insurance Company of Tennessee, Nashville 


No scene in the world that I can contemplate 
or anticipate, from the standpoint of accom- 
plishment can excel that of building a debit 
ut one thing—and that is character building. 
And as a matter of fact, technically speaking, 
adebit can not be built and, to say the least of 
i, can not be made a permanent thing unless 
it is built upon character. A good wholesaler 
friend of mine at one time told me that if the 
moral risk, that is if the character of the ap- 
jlicant for credit, was what it should be then 
he never hesitated about opening an accoyxt 
with an applicant who had the moral wortn 
whether he had the financial worth or not. 
People who are able to appreciate any kind of 
achievement like to see a good man build a 
good strong debit. They like to see it start 


fom nothing and gradually assume almost , 


gigantic proportions. And it does not make 
any difference how big a debit might be, if it is 
not built upon character it will never stand the 
trials to which it will be subjected. It takes 
character built into a debit from the very be- 
ginning for it to weather all the storms of ad- 
versity that are sure to overtake it. Build a 
debit without character and you may expect 
soon to be out of a job. Any kind of endeavor 
without character will never do and should be 
abandoned. George Eliot is reported to have 
made this statement: ‘Character is not cut in 
marble; it is something solid and unalterable. 
It is something living and changing.” 


REPUTATION 

Reputation is defined by some people as be- 
ing that which people think you are, while char- 
acter is that you well know yourself to be. 
And that is absolutely true and can not be con- 
tradicted. But regardless of the value of a 
reputation, we do know that if a man’s char- 
acter is good, he will be unable to count his 
friends. Character is the thing that counts and 
any teaching or any plan of salesmanship that 
a manager might be able to devise would never 
ultimately succeed because it has left out the 
most important part. A manager should desire 
above all things that his men not only build 
large debits but at the same time that they build 
strong characters that will also be the admira- 
tion of competitive companies. And there are 


many men whom other companies would be glad 
to have because they have built a reputation for 
character. 

Only this past week, I had occasion to talk 
to a debit man who had a better idea of char- 


~ 


acter building as I conceive it than any man 
that I have ever seen. In the course of our 
conversation, the question of transferring busi- 
ness from one debit to another came up and he 
made the remark that he would never willingly 
and: knowingly transfer a piece of business to 
another debit that he was sure would lapse in 
a short time. And his reason was that the other 
man had never gotten a single “times” on the 
business, while he had, and that his conscience 
would not permit the transfer of business that 
is almost dead. He said that if he enjoyed the 
“times” on the business that he should also 
suffer the penalty when it lapsed. And I felt 
like raising my hat to him because his convic- 
tions and his record convince me that here is 
a man of royal blood. I might be wrong in 
analyzing a man of that kind as a man of char- 
acter but I hardly think so. 

There is only one stimulant that I have 
ever heard of that never fails and yet never 
intoxicates ; and that is duty—that sublime word 
that really means: du—ty. Duty puts a blue 
sky over every man, almost—up in his heart and 
affiection, more than likely—into which the dove 
of peace, happiness, always goes singing a song 
of victory. In fact duty is the very end and 
the aim of all life that is worth while. The 
truest pleasure of all is that which is derived 
from the consciousness of fulfillment. There 
is something in nearly every man that urges 
him on and teaches him that he should never 
shirk his duty for anything. It is fatal to do 
so. 

Some people call duty nothing but conscience 
but the best way I am able to think of it is 
that of the voice of God within the soul of 
man. If you listen and obey it, it will get 
clearer and clearer, and will never lead you 
astray. But the very moment that you turn a 
deaf ear and fail to listen to its pleadings, it 
will gradually fade out, just a little at a time, 
until it gets dimmer and dimmer and finally 
passes out of existence altogether. In fact, 
when duty is scorned in such a way as this, 
it will finally leave you in the dark without a 
friend. As a matter of fact, I know that I 
speak without any chance of being contradicted 
when I say that every man should heed that 
little voice. Heeding the call of duty with all 
that it demands is that which constitutes char- 
acter and the failure to heed the still small voice 
is what makes any man a failure. And it is 
right action that brings the approval of others 
and self-satisfaction from yourself. 
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STRIVE FOR CHARACTER! 

Sum it up in any way that we please, char- 
acter is the very foundation upon which the best 
life is built. This truth, sublime in its very 
simplicity and beauty in its power, is the very 
highest lesson of all religion—the very first 
that not only debit men but every youth as 
well should learn and the very last that age 
should forget. Of all the things that you might 
desire to erase from your mind, never to be 
remembered again, whatever you do, do not for- 
get that lesson. 

Character of the right type lets its deeds 
show rather than its words. Any agent can 
boast but it takes a live wire to perform. If 
you want to build a worth-while character and 
one that will not only be satisfying to your- 
self but also ennobling to your fellow asso- 
ciates, be a man of few words. I am thor- 
oughly convinced that the man who does the 
most is the one who says the least. You can 
observe the same thing if you will. When our 
managers and others call for certain things, it 
is of course all right for us to boost them up 
by telling them what we will do but it is 
decidedly better for the business that we show 
them by our actions. “By their fruits ye shall 
know them” is a divine truth that might very 
appropriately be applied to debit men. Per- 
form and let the other fellow talk. And the 
talk that they will do after they see that you 
are a man of actions rather than words! “Do 
it and then talk about it” is the motto that 
should guide every debit man. In the crypt 
of an old cathedral at Glasgow, Scotland, fac- 
ing the statue of John Knox, is an illuminated 
window with the picture of the good Sama- 
ritan, and under it the simple words, in broad 
Scotch, “Let the deed shaw.” Deeds are the 
things that count. What a man does is the 
real test of what he is. 

Noble deeds always enrich—and just think of 
the many opportunities that debit men have for 
performing noble deeds! And while noble deeds 
enrich those who perform them, millions of 
dollars of money, unless properly used, will 
actually enslave and impoverish the possessor 
of it. Character is perpetual wealth and is the 
kind of wealth that thieves can not break 
through and steal. By the side of its poor 
possessor the millionaire may seem as a pauper. 
Compared with it, what are houses and lands, 
stocks and bonds? Perform noble deeds and 
you create character in the very act of doing 
noble things for people. 
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SOME EQUITABLE FACTS No 
stowil 
night, 
The Equitable has faithfully served the public for over sixty-seven years. intere 
ject a 
It is one of the strongest and safest financial organizations in the world. : : 
Its assets are safely and profitably invested, and its large surplus guarantees its Soe , 
stability regardless of the conditions of the financial world, protecting policyholders - 
against every conceivable contingency. sel 
conce 
It has in force 1,387,122 policies aggregating $5,067,965,337 of insurance. But 
and t 
It paid policyholders and beneficiaries $111,814,863 in 1926. Its total payments tual | 
to policyholders and beneficiaries since organization total $1,997,663,398, and it still a 
holds $869,604,876 in assets to protect policy and other obligations. itself 
think 
The amount thus paid to members and beneficiaries, added to what it now has Ye 
on hand, exceeds the total amount paid in by policyholders since its organization by a 
$215,760,323. Toda 
time 
Its dividends or refunds paid to policyholders in 1926 were $37,197,095. planr 
Bu 
It was obliged to decline 19,131 applications during 1926 chiefly because of the i 
impaired health of the applicants. achie 
times 
In 1926 it paid death claims on 14,029 policies; of these 13,571 were domestic, and able 
13,299, or 98 per cent, were paid within one day after receipt of due proof of death. 
Iw 
It was the first company to make policies incontestable after one year. aaa 
It was the first company to demonstrate that a policy could be paid as promptly ie 
as a bank draft. ot 
It was the first company to insure large numbers of employees in a body on the 
group insurance plan with scientific medical inspection substituted for personal medical 
examination. 
P 
It has instituted free health examinations and chemical kidney tests for policy- 
holders at one-year intervals. : 
ti 
a 
THE EQUITABLE LIFE ASSURANCE ; 
SOCIETY OF THE UNITED STATES 
W. A. DAY, President 
393 Seventh Avenue New York, N. Y. 
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Tomorrow 





INDUSTRIAL INSURANCE SECTION 


By Jupce W. H. Luepers, of Cincinnati, Director, Western and Southern Life Insurance Company 


No doubt, many, who do me the honor of be- 
stowing on me a few minutes of their time to- 
night, will wonder what a Probate Judge can 
interestingly say on such a commonplace sub- 
ject as “Tomorrow.” 

At first blush I agree with you. 

In this day and generation, our mode_ and 
manner of living—living just for today—get- 
ting the maximum pleasure and enjoyment out 
of the present—letting tomorrow—the future— 
take care of itselfi—crossing the bridge of to- 
morrow when we reach it—seems to be the un- 
concerning attitude assumed by nearly all of us. 


But, my friends, are we true to ourselves 
and those near and dear to us? Is this the ac- 
tual science and philosophy of life? Can we 
conscientiously subscribe to the sentiment “We 
live only for today; let tomorrow take care of 
itself?” I think not; neither do you when you 
think seriously about the matter. 

Yesterday, last week, last year is history. 
We cannot change deeds of the past; neither 
can we make good where we have been remiss. 
Today is nearly history—and will be, by the 
time we have attended to the things we have 
planned and expect to accomplish. 

But, tomorrow, next week, next month, next 
year, are still within our grasp. Our ideals, 
our ambitions and our desires can still be 
achieved; yes, even neglected duties can some- 
times still be discharged. Today our hand is 
able to steer our life-boat, directing its course 
for tomorrow, for better or for worse. 

How often do we not hear the exclamation: 
“T wish I could do this or that over again.” 
How many mortals have not silently prayed 


An address delivered over Station WSAL, Cincin- 
nati, August 24, 1927. 





The Verdict 


Your success as an underwriter de- 
pends upon the verdict brought in by the 
greatest jury in the world—the American 
public. For seventy-six years the Mas- 
sachusetts Mutual has been building up | 
a nation-wide reputation. Its friends 
are everywhere and are ever ready to 
testify to the efficient service that it 
always renders. There is no better 
company to buy from and none better to 
represent in the Field 


JOSEPH C. BEHAN, 
Superintendent of Agencies 


MASSACHUSETTS MUTUAL LIFE 
INSURANCE COMPANY 
SPRINGFIELD, MASSACHUSETTS 


More than a Billion and a Half 
of Insurance in Force 











“Backward, turn backward, Oh time in thy 
flight.” 

When distress and misery so strikingly appeal 
to us day after day, when men and women, de- 
crepit and aged, must seek refuge and haven in 
infirmaries and country homes, when orphans 
and widows appeal for protection and aid, when 
the sick and unfortunate request succor and 
help, when much suffering and hardship could 
be avoided by information and education along 
certain lines, should we not, my friends, give 
just a few minutes to this timely subject “To- 
morrow” and seriously consider and meditate 
on the possibility that we ourselves or our de- 
pendents might, as unhappy victims of circum- 
stances, become objects of philanthropy and 
charity? 

That much regret and distress can be avoided 
is known to all of us. 

There is a reason for everything; there is a 
cause for every effect. 

A wise thing we do today will benefit us in 
the future; depending on how discerning we 
are today, we can make tomorrow serve us and 
others. 

Unwise persons stir up trouble and regrets 
for themselves. Wise persons attain their own 
future, material welfare and protect their fam- 
ilies by thoughtful conduct and self-sacrificing 
thrifty practices. 

As Probate Judge of Hamilton County, Ohio, 
I have had many occasions to come in contact 
with the result of neglect and indifference of 
men, who, in every other respect measure up 
to the standard of a perfect husband and father, 
yet, for some unaccountable reason, the provi- 
sion for protecting the material future of those 
dependent upon them was wholly neglected. 

I have these persons in mind as I talk to you 
tonight, about making adequate provisions for 
tomorrow, next week, next month, next year; 
aye, for the lifetime of’ your wife, during the 
years your children are passing through col- 
lege, being thoroughly fitted and equipped to 
take up the battle of life for themselves. 

In my opinion, the most important link of re- 
lationship between us as a people, for our spirit- 
ual benefaction and the future, is that voiced 
in our various religious beliefs; and a close 
second, with a material boon, that is as exalted 
in its purpose, as that of religion, the greatest 
substantial blessing of this age and generation, 
is life insurance. 

Savings banks and building associations are 
splendid means to circumvent many of the 
emergencies that come into our lives. We can 
create an estate by years of constant and per- 
severing thrift; but there is always the tempta- 
tion to withdraw all or part of the fund. Un- 
questionably, savings banks and building as- 
sociations have been colossal factors for good 
in our national life. 

Most people starting out in life do not have 
a chance to accumulate much in the way of 
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property or investments for a number of years. 
Early earnings are small; consequently, im- 
mediate adequate protection can be created only 
by life insurance at this stage. 

Investing in a life insurance policy today, 
payable on your demise, creates an immediate 
indefeasible estate, collcetible in full in the 
near or distant tomorrow as the case may be, 
and this benefaction is yours for a deposit of 
about three per cent annually of the estate you 
desire to accumulate. 

Other investments cannot achieve the same 
result. They may, after years, pay a higher 
rate of interest; but they give no unconditional 
absolute present value and protection. One 
hundred dollars invested in a safe stock today 
may mean two hundred dollars in ten or twelve 
years; but, one hundred dollars invested in a 
life insurance policy today, in case of your 
death, guarantee payment of $3000 to your 
family tomorrow. 

All of us, wisely, izsure our home, even be- 
fore completion, if we build. We insure our 
chattels and our automobiles against accident, 
fire and theft. We regularly renew these poli- 
cies on their expiration; and yet, only one house 
out of every two hundred is ever destroyed by 
fire. We insure and reinsure these, our pos- 
sessions, and only rarely is a loss sustained; 
while, despite the fact that old age and death 
are absolutely certain, we neglect this most 
important insurance—insurance on our lives. 

Life insurance statistics show that a large 
majority of the men who die in this country 
leave no estate other than life insurance, and 
most of them a pitifully small, inadequate 
amount. As a result, most of the widows of 
the land lack life’s comforts, and many of 
them are in actual want. 

Again, every day we meet men and women to 
whom life seems more disastrous than death. 
Their friends of former years have long de- 
parted. Those who in their young productive 
years gave no heed to prudence, thrift and econ- 
omy, to whom tomorrow had no significance; 
who face life’s decline with little or nothing in 
sight, other than a wretched, dependent old 
age. To surviving friends and relatives they 
are but a neglected burden and they let them 
shift for themselves as best they can. 

How different their position would be had 
they given thought to an endowment policy— 
for tomorrow—the tomorrow of which it is 
written “The years draw nigh when thou shalt 
say I have no pleasure in them.” 

Reliable statistics show that in old age most 
men, and women, too, are dependent on friends, 
relatives or the public for support. The dif- 
ference between a happy and an unhappy old 
age is as much one of mental attitude as of 
physical comfort. 

A life insurance policy is a will that cannot 
be broken. The money stipulated in the policy 


will be paid to the persons named therein 
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CONSULTING ACTUARY 
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DES MOINES, IOWA 














Woodward, Fondiller and Ryan 
Consulting Actuaries 

Actuarial Service in all branches of Insurance and for Pension 
Funds—Examinations and A istical Service and 
mpanies and Associations managed under 
ganizations—Insurance Ac- 
coun’ and Auditing. 
75 Fulton Street New York 


T. J. McCOMB 
CONSULTING ACTUARY 
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CONSULTING ACTUARY 
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JAMES H. WASHBURN, F.A. I. A. 
CONSULTING ACTUARY 
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Expert Advice on Domestic, Tropical and 
emi-Tropical Business 
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THE GERMAN OFFICES 1926 
LIFE TABLES 


An English edition of The German 
Offices 1926 Life Tables, prepared by 
the Association of German Life As- 
surance Companies, has been issued 
by the German Society for Insurance 
Science. The contents of the 1926 
Life Tables are shown by the follow- 
ing chapter headings: 

I. Introduction. 
II. The Construction of New Mortality 
Tables by the Association of 


German Life Assurance Compa- 
nies. 


III. Aggregate and Select Tables. 
Their Nature and Their Value 
in Practice. 


IV. Arrangement of the Tabulated 
Functions for the Final Life 
Tables. 


V. Exposed to Risk and Deaths for 
Every Entry Age and Duration. 


VI. The Aggregate Life Table. E£le- 
mentary and Monetary Faunc- 
tions 4 Per Cent. 


VII. The Select Life Table. Elementary 
and Monetary Functions 4 Per 
Cent. 


The German Offices 1926 Life Tables 
may be obtained through The Specta- 
tor Company at $8 per copy. Actuar- 
ies and the actuarial departments of 
life insurance companies will doubtless 
desire to add this publication to their 
insurance libraries. 
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and Employee’s Benefits. 
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Highest commissions paid to 
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and more protection for the same 
money than any other company; 
also better service to policy 
holders and agents. 


If you can produce, we need you 
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INDUSTRIAL INSURANCE SECTION 


WESTERN & SOUTHERN NOTES 
Company Now Has Over $700,000,000 in 
Force 
It was announced at the recent home office 
convention of the Western and Southern Life 
Insurance Company, of Cincinnati, that the 
company has paid this year to policyholders 
over three millions in claims, three-quarters of 
a million in surrenders and over $400,000 in 
endowments, Assets are now over $74,000,000, 


‘and insurance in force almost $700,000,000. 


The company has 125 superintendents, 682 as- 
sistant superintendents, 2900 agents and 35 
special men in the field. 

John F. Ruehlmann, secretary of the West- 
ern and Southern Life Insurance Company, is 
back at his desk after undergoing an opera- 
tion for appendicitis. 

The Chicago West District is at present 
$500,000 ahead of its ordinary allotment. Other 
districts above their allotment are: Toledo 
North, Toledo South, Barberton, Charleston 
and Butler, Penna. 

Eleven field men of the Western and South- 
ern Life Insurance Company have died during 


the last year. They were: Agent James 
McCormick, Gallipolis, Ohio; Agent M. E. 
' Walker, Catlettsburg, Ky.; Agent Henry 


Thorpe, Detroit; Agent Fred Bruckman, Cin- 
cinnati, Ohio; Agent Howard C. Johnson, Chi- 
cago; Agent Glenn E. Miller, Erie, Penna.; 
Agent Leo. H. Hamburger, Newark, Ohio; 
Agent Charles Frozik, LaPorte, Ind.; Agent 
Harry L. Kelso, Cincinnati, Ohio; Agent Dud- 
ley P. Bloomhuff, Ironton, O., and Agent Ed- 
ward W. Gerds, Detroit. 





Inspection Reporting, Etc. 
(Concluded from page 11) 
weigh in his favor in one company discontinuing 
him or another employing him. 

What I have said about the agency system 
does not apply to the agency organization of 
the Canadian companies operating in England, 
though it does apply to companies from Aus- 
tralia, New Zealand, and other British posses- 
sions. The Canadian companies are building on 
the American agency system as much.as they 
can. They employ full-time men, and are 
pursuing an aggressive policy. These agents, 
however, have to bend some to local practices 
and divide their commissions, either with some 
local man who customarily handles the business 
of the assured, or with the assured himself. 
There are no anti-rebate laws in England. 
Even many of the home offices will allow a 
man a commission deduction on policies taken 
out direct. This practice is looked on as one 
of the inherent evil necessities of their agency 
system. So far, the introduction of the Amer- 
ican agency system by the Canadian companies 
has had no apparent effect on the disposition 
of the English companies toward their own. 
They are building steadily along their old lines, 
and each year sees their system more firmly 
entrenched. 


Non-MEpIcAL WRITINGS 

There is nothing like the Retail Credit Com- 
pany’s service in Great Britain, replied Mr. 
Hill, in response to questioning, and mercantile 
reports there are guarded and indirect, while 
the American practice of going to people and 
asking them about others produces but little 
result in England. The Englishman is pre- 


sumed to be of such an independent and con- 
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Scranton - Pittsburgh, Pa. 
General Agency of a Pennsylvania Company 
Territory unsurpassed and large enough for an 
Contract as good as the best, with exclusive 
Confidential communication invited from those 


with clean records and with ahihy to handle 
such an agency. Address 


Exclusive, care of THE SPECTATOR 








servative type that he would resent being in- 
quired about and would resist inquiry about 
others. Most inquiries there are made by let- 
ter, and such a thing as getting to the heart 
of the matter seems to be beyond tassibility 
in England. Asked by Tue Specraror’s rep- 
resentative for his views on non-medical busi- 
ness in Great Britain, Mr. Hill said: 


Non-medical insurance is written by 
paratively few of the companies, 
in a very limited and guarded way. Limits of 
$1500 or $2000 are not unusual. A few com- 
panies go up to $5000, and perhaps two com- 
panies will write larger amounts. The largest 
writer of non-medical is probably the Sun Life 
Assurance, which will take £15,000. These 
policies, however, are available only to people 
well known to the company. In all cases, the 
application blanks used are extensive, and are 
complete in their range of questions. These 
questions lead into such points as what a man 
might think of his physical condition. They 
are part of the contract, which never becomes 
incontestable, as they do in our country. Per- 
mission is granted by the applicant for the com- 
pany to consult all physicians which have ad- 
vised or treated him, and it is the usual custom 
for the companies to do this. He is, of course, 
subject to examination if the company desires 
it. An officer of the Sun told me they had 
many requests from Americans and others visit- 
ing England for large policies without exam- 
ination, but these were systematically declined. 
I heard frequent expressions of amazement at 
the freedom with which non-medical was be- 
ing written in the United States and Canada. 
They could well appreciate the big necessity 
of a capable inspection service on it. 


com- 
and usually 


PRUDENTIAL NOTES 
Field Records and Recent Appointments 

Earl G. Wilkinson, assistant superintendent 
of the Cleveland Number 2 district of the Pru- 
dential Insurance Company of America, is out 
in front among the Division F assistant super- 
intendents in ordinary net issue. He also ranks 
25th in the entire company. This is not a new 
accomplishment for this staff, as they also led 
Division F in this branch for the year 1926. 

Agents F. Adamick, of Buffalo Number 4, 
and J. F. Kimple, of Ithaca, have recently 
completed fifteen years of service with the 
company and were advanced to Class “C” of 
the Prudential Old Guard. 

In the industrial branch Superintendent N. 
W. Regan leads Division H on a proportionate 
basis with Superintendent W. S. Hazzard sec- 
ond, while Superintendent W. H. Joyce is the 
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division ordinary leader on a per man basis, 
with Superintendent D. W. Mersilis in second 
place. 

Sixteen months ago Thomas S. Dornan was 
introduced to a debit covering the towns of 
Kane and Wilcox, Penna., both small communi- 
ties and part of the Dubois district. To-day, 
Agent Dornan leads the entire agency staff of 
Division E in industrial increase. In 1926, 
although having only eight months’ service to 
his credit, he was second man. Only one weekly 
decrease appears on his records since appoint- 
ment. For the current year he has done almost 
as well in the ordinary branch, having qualified 
for a merit button with only six weeks failing 
to record an issue. The monthly income con- 
tract is presented by Mr. Dornan with much 
success, in fact more than 50 per cent of his 
issue has been sold on this plan. Paralleling 
other agents who are large producers Mr. 
Dornan has found much of his success lies in 
maintaining a successful condition of account. 
Thus far the premiums in arrears represent 
only 15 per cent of the collectible debit. 

Agent Lonzo D. Stubbs, of the Des Moines, 
Ia., district, has been promoted to the position 
of assistant superintendent in the same district. 

Agent Raymond O. Vawter, of the Minne- 
apolis Number 2 district, has been admitted to 
membership in Class “A” of the Prudential Old 
Guard. 

Assistant Superintendents Sylvester B. Con- 
way, Minneapolis Number 1, and Irving C. 
Knaak, Watertown, Wis., have advanced to 
Class “B”’ membership in the Prudential Old 
Guard and Assistant Frank P. Wamser, Mil- 
waukee Number 1, to Class “C.” 

Agent Harvey I. Krause, of the Allentown, 
Penna., district, operating from the detached 
assistancy located at Slatington, Penna., has 
entered the Prudential Old Guard Class “D,” 
having completed twenty years of faithful ser- 
vice with the company. 

Agent Russell S. Stewart, of Detroit Num- 
ber 4, has been promoted to assistant superin- 
tendent in that district. He was appointed agent 
on December 31, 1923. : 

On September 7, 1925, Delbert E. Smith was 
appointed an agent at Kittanning, Penna., 
Tarentum district. He is now the leading agent 
of Division “E” in ordinary. 

The following agents of Division “L” have 
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